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Your Sales Will Jump 


During the Next 3 Months 


If You Will Feature 


WISCONSIN 


GROWING MASH 


Poultrymen demand this proven ration for growing pullets. They know 
it gives the best results and resu/ts count... in times like these more 
than ever before. 


Your customers who are feeding chicks now and expecting to get eggs 
early ...and to get plenty of eggs al! through Fall and Winter... need 
Wisconsin Growing Mash during the next three months if they are not 
to be disappointed. 


A home mix won’t do the job. Even though chicks have been started 
right (on a well-balanced, mill mixed ration) pullets will not make fast 
growth if left to “rustle their own’’ or fed an indifferent ration during 
this period of natural growth. Wisconsin Growing Mash builds up pul- 
lets to the maximum size and weight and stamina necessary for de- 
pendable laying—and does it QUICKER. 


Folks determined to be on the market with eggs IN SEPTEMBER will 
profit by buying Wisconsin Growing Mash and your sales will show an 


upturn if you stock it NOW. 


Write or wire your requirements TODAY and get our latest bulletins. 


A fine flock of 
birds just nine 
weeks old—on 
Wisconsin Grow- 
ing Mash. 


NORTHERN MILLING COMPANY 


“Quality Always Wins” WAUSAU, WISCONSIN 


Established 1883 


| 
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The 


Proof 
the Pudding 


. is in the eating, of course. You can’t tell exactly how 
good a heap of things in this world are—until you eat them, 
try them or maybe, sell them! 


Feeds are like that. Some of them sound awfully good— 
and look like good sellers. Others ‘‘come a little too high for 
my trade’’—or ‘‘the quality is too low for my particular cus- 
tomers’’—etc. 


But listen! The fact still holds that feeds stand or fall on 
the profits they make the feeder. Whether they look good or 
bad to you asa sales proposition, feeds must first be able to 
prove their profit ability on the feed lot! Sell the line of feeds 
that gives the greatest return per dollar spent—and you can’t 
go wrong! 


Cheap feeding has proved itself a failure as an economy 


, program. The trend is back to value—back to quality—back 


to profit over feed cost rather than price—back to good, sound 
wholesome feeds like Larro! 


Think it over. Drop us a line—or a wire. Our representa- 
tives will call and give you full details of the Larro franchise 
—without obligation. 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 


FOR POULTRY, HOGS AND DAIRY 
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Summer Golf Special—$1.00 Per Day 
Free Swimming Pools 


French Lick 
Springs Hotel 


Effective June Ist 
SUMMER RATES—Include All Meals 


ROOMS WITH LAVATORY AND TOILET 


$ 6.00 $ 7.00 
Per Week 39.50 46.00 
2 Weeks ..... 72.00 84.00 


MINIMUM CHARGE ONE-HALF DAY 


ROOMS WITH PRIVATE BATH 


Per Day.............- $ 8.00 $ 10.00 $ 12.00 
Per Week............ 52.50 66.00 79.00 
70.00 90.00 110.00 
2 Weeke............. 96.00 120.00 144.00 


CHILDREN UNDER EIGHT ONE-HALF RATE 


All rooms are outside rooms, variation in price is for location 
and appointments. Meals are the same for all rates. 


It is not necessary to contract for the longer stays to get the 
lower rates. Come for a day and if you stay a week, ten 
days or two weeks your bill will be adjusted to the rate 
applicable to your stay. 


Week Enders—A stay from Friday afternoon including 
dinner Friday night to and including Sunday noon meal is 
charged for as two days. If you come for Saturday even- 
ing’s dinner and stay until after Sunday evening dinner you 
are charged for a day and a quarter—after the noon meal 
Sunday, one day only. ‘ 


French Lick Springs Hotel 


“The Home of Pluto ”’ 


T. D. TAGGART, : H. J. FAWCETT, 
President French Lick, Ind. —- 


Be Patriotic * * Spend your Vacation in the United States 


DIAMOND 


CORN 


GLUTEN MEAL 


is rapidly gaining popularity as an ingredient 
of starting, growing and laying mashes. In 
1931 far more mixers of poultry feeds used 
Diamond for this purpose than in 1930, 
and the first half of 1932 shows a continued 
increase. 

This growing popularity of Diamond for 
poultry mashes has real reasons behind it: 


1. Diamond gives the mash Vitamin A 
potency. (Proven by test at University of 
Illinois.) 

2. Diamond has about 85% Total Digest- 
ible Nutrients (considerably more than meat 
scraps or fish meal.) 

3. Diamond often runs less than 2% fibre. 

4. New evidence that an excess of minerals 
is dangerous to poultry has caused mixers to 
supply more protein from vegetable sources. 


* * 
Rations containing Diamond will grow 
strong birds quickly and keep hens laying 


consistently. Register your own formulas to 
include this ingredient. 


40% Protein Guaranteed 


For detailed information ask our salesman 
or write 
RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 


17 Battery Place, New York City 
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ARCADY-WONDER MASHES with 
ARCADY LIVER MEAL (vacuum- 
processed) are BOOMING BUSINESS 


FOR ARCADY DEALERS EVERY 
DAY. 


SET OFF THE FIREWORKS IN 
YOUR BUSINESS WITH ARCADY 
LIVER MEAL (vacuum-processed) 
MASHES. 


GET THE FACTS FROM 


Arcady Farms 


Milling Company 
223 West Jackson Boulevard 


Chicago, Illinois 
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Talk Language of Your Customer 
When Selling Feeds 


Simple Words Create Confidence 


O problem can be solved un- 
til it is reduced to some simpie 


form. Changing vague, scien- 
tife facts to a simple, concrete 
form is highly essential to selling feeds. 

The principal reason why farmers 
avoid learning how to feed properly is 
because they do not understand the 
“high-falootin’ words used by people 
who try to instruct them. This ap- 
plies to both spoken and _ written 
words. Bulletins published by colleges 
are no exception. Salesmen also have 
been guilty of talking over the farmers’ 
heads, also often over the dealers’ heads, 
and not a few times over their own 
heads. 

Sing Something Simple 

There is little occasion for using 
words which cannot be understood by 
the average farmer. High sounding 
words are not of permanent use in 
selling feed. They are a detriment 
rather than an advantage. I do not 
mean to convey the impression that I 
oppose scientific facts or principles— 
quite the contrary is true. The thing 
I oppose is the disease that many peo- 
ple get which makes them talk out of 
their heads or over their heads when- 
ever they start to explain a scientific 
subject. 

Few of us ever have occasion in our 
life to address a scientific group of peo- 
ple. It is not often that a group is 
assembled in which one may take it for 
granted that all scientific language is 
understood. Such groups or persons are 
confined chiefly to the scientific pro- 
fessions. 

You as feed dealers and I as a feed 
salesman have two common problems 
of a scientific nature. They must be 
solved if we are going to succeed in 
our business. We must learn how to 
feed scientifically. We must learn how 
to explain scientific feeding to others— 
principally farmers. 


It is with the second point that I 
shall deal in the balance of this paper. 
It is not thought that what I shall say 
shall have the effect of making better 
feeders, but rather that you may grasp 
the fact that the people to whom you 
are trying to sell feed depend upon 
you to tell them how to feed and you 
must tell them’in a way which they 
can understand. 


It takes a thorough understanding of 
feeding to be able to reduce the size 
and sound of your words. High sound- 
ing words and phrases are used to hide 
behind, to spellbind people and hypno- 


M. F. Brobst 
Mr. Brobst, Health Products Corp., 
Chicago, delivered the address published 
herewith at the recent Central Retail Feed 
association convention at Milwaukee. 


tize them. They do not sell a man as 
permanently as it is necessary for you 
to sell him and maintain prestige in 
your territory. 

For instance, don’t use the word 
vitamin among farmers without 
explaining it. Call it strength— 
strength obtained through the use of 
good clean ingredients of the right kind 
and amount. I might be in _ perfect 
order, and from a scientific point of 
view, have every right to respect in 
describing a balanced ration as diet 
synchronized with respect to amino 
acids, hydrocarbons, cellulose structure, 
and vitamin proportions to facilitate 
proper metabolism, keeping in mind the 
metabolic requirement of the specific 
organism to be nourished. 

Now let’s say the same thing the 
way it should be said. <A_ balanced 
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ration is a feed which contains the 
proper amount of all the food materials. 
First, it has sufficient high quality pro- 
tein, which is the body building mater- 
ial found in meat, eggs, fish, milk 
and in vegetable by-products like corn 
gluten, oil meal, soya bean meal, cot- 
tonseed meal, etc. Second, a balanced 
ration must have the proper kind and 
amount of power and energy giv- 
ing food, such as fats, sugar, and 
starches obtained from grains, cereal 
by-products, and packing house by-pro- 
ducts. Third, there must also be fiber 
in a balanced ration. This is the 
tougher part of the feed which gives 
it bulk and keeps the bowels of the ani- 
mal or bird from getting too sluggish. 
Without fiber there is not enough rough 
material in the ration to keep the 
bowels active. We must have good 
fiber to make a good feed. Fourth, 
the vitamins furnish the strength in the 
feed. Without them the feed is wasted, 
even though all the other parts are 
there. All the vitamins are more ef- 
fective in fresh feeds. In the food we 
eat on the table they come from toma- 
toes, spinach, lettuce, oranges, beets, 
peas, carrots, etc. Vitamins are also 
supplied by sunshine, cod liver oil, 
wheat bran and middlings but they are 
always more effective when the best 
quality ingredients are used and when 
they are fresh. Fifth, minerals such as 
lime and bone are also necessary in the 
right form and the proper amount to 
complete a balanced ration. 
What a Farmer Thinks 

The impressions that are obtained by 
the farmer from a scientifically worded 
presentation are as follows: 

1. “My feed dealer certainly is a 
high falootin’ fellow. He sure scares 
the natives with them big words.” 
(Makes a joke of it.) 

2. “Maybe what my feed dealer says 
is so, but I don’t know what he’s talk- 
ing about.” (Makes him skeptical.) 

3. “My feed dealer thinks I’m a fish, 
but he ain’t going to fool me by using 
all these big sounding words.” (Arous- 
€s suspicion.) 

4. “TI don’t know what to do. My 
feed dealer is an honest man, I guess 
but what he says about this feed I 
can’t see through at all.’ (The dealer 
“talks down” to his customer.) 

The impressions gained when a deal- 
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er uses simple words are as follows: 

1. ‘My feed dealer sure is an honest 
fellow. He wouldn’t sell me anything 
that isn’t right.” (Creates confidence.) 

2. “My feed dealer knows what he 
is talking about and he does the farm- 
ers a lot of good in this section of the 
country.” (Gains farmer’s respect.) 

3. “A car-door scab can’t give me 
any such help as my feed dealer.” (De- 
feats unfair competition.) 

4. “Before I make any changes I’m 
going to see my friend the feed dealer.” 
(The dealer has made a steady, loyal 
customer. ) 

Two men went out to visit a certain 
farmer to sell him dairy feed for his 
herd of 12 Holstein cows. One of these 
men was a feed dealer and the other 
was a_ specialty salesman, college 
trained, with several years of farm ex- 


perience, commanding a_ respectable 
salary from his firm. 
Just So Much Greek 

After the usual introduction, the deal- 
er stepped to one side and left the sales- 
man face to face with the farmer who 
had courteously abandoned his corn cul- 
tivator and retired with the two to a 
shade tree. Mr. Salesman started talk- 
ing. 

“Lactation is the primary interest of 
the wide-awake dairy man,” he began. 
“In order to stimulate and promote 
lactation, and also to nourish the pre- 
mature fetus, a highly complicated nu- 
tritional problem needs to be solved. 

“You will get better production with 
Plasafe dairy feed because it solves this 
important problem for you,” continued 
the scientific enthusiast. ‘Thousands of 
studies in our biological laboratories 


BAGS 


BAG FACTORIES ... COTTON MILL ... BLEACHERY 


on this job. 


TALK Asout sacs! 


(Quoted from Customers’ Letters) 


*... how much we appreci- 
ate the service you have given 
It being a new 
account, we naturally wanted 
to give them prompt service, 
and you certainly have co- 
operated with us 100 per cent.” 


WERTHAN 


Bag Corporation 


NASHVILLE 
NEW ORLEANS 
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established beyond all doubt that Pla- 
safe dairy feed not only fulfills the nu- 
tritional requirement for maximum lac- 
tation and satisfactory gestation, but it 
does so more efficiently than any other 
combination of nutrients. We guaran- 
tee it to be unsurpassed.” 

The salesman continued and the deal- 
er watched the effect on the farmer. 
Out of respect the farmer did not laugh. 
At first he was wide-eyed and aston- 
ished by such a storm of words. Later 
he started yawning because he did not 
know what he was hearing. The dealer, 
being shrewd, took charge. 

Dealer Comes to Rescue 

“The way it seems to me, John,” he 
said, “is that what a dairyman wants 
from feed is all the milk he can get and 
which keeps the cow in good condition 
so she can feed the unborn calf. It 
takes a good feed to do this. The Pla- 
safe people have tested their dairy feed 
and guarantee it. It is a feed that will 
make lots of milk, keep up the cow’s 
weight and produce a good calf.” 

During the next 15 minutes the far- 
mer had admitted to the dealer that his 
cows had not been keeping up in weight 
and that carrying their calves seemed 
to pull them down in flesh and milk 
production. The farmer, getting the 
point from the dealer and feeling that 
they were both honest. bought his sea- 
son’s requirements of Plasafe dairy 
feed. 

Now, who sold this feed, the sales- 
man or the dealer? The dealer, of 
course, but did he give any more facts 
than the salesman? No, _ perhaps 
not as many. Yet the dealer had 
learned practically all he knew 
about the feed from the salesman. He 
merely turned the words into the lan- 
guage of the farmer. The salesman 
talked over the prospect’s head. 

Dealers should learn facts and make 
them clear to the farmer. It pays to 
make sense of feeding science in selling 
feeds. 


MAXINE NOWAK, daughter of 
Max M. Nowak, president of the 
Nowak Milling Corp.. Hammond, Ind., 
graduated from the University of Mich- 
igan, June 2, with a bachelor’s degree 
in liberal arts. She plans to continue 
her studies at the Chicago Art institute. 


JEFFERSON FLOUR & Feed 
mill, Jefferson, recently sponsored a 
farm meeting which was attended by 
a large group of customers. Speakers 
were Judge Hale, Chicago, and Judge 
Laabs, Waupaca, who discussed poultry 
and livestock feeding problems. Wil- 
liam Frank is proprietor of the Jeffer- 
son Flour & Feed mill. 


J. E. HARLOW, 7 West 6th street, 
Cincinnati, Ohio, has been appointed 
representative of the Magnetic Manu- 
facturing Co., Milwaukee, in the Cin- 
cinnati territory. Mr. Harlow will 
handle the complete Magnetic line 
which includes Stearns High Duty 
magnetic separators, clutches, conveyor 
rolls and other magnetic equipment. He 
announces that he is prepared to give 
engineering pertaining to the installa- 
tion and operation of this equipment. 
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Ohio Dealers Name 
Brundige Chief 
Ask Farm Board 

Act Repeal 


immediate repeal of the agricul- 

tural marketing act, a reduction 
of government expenditures, more equa- 
lized freight rate differentials and car 
service demurrage charges were adopted 
by the Ohio Grain, Mill & Feed Deal- 
ers association at the annual conven- 
tion held at the Argonne hotel, Lima, 
June 28 and 29. 

R. H. Brundige, Kingston, Ohio, was 
elected president at the close of the 
meeting. He succeeds O. Perry Hall, 
Greenville, who served as head of the 
organization for the past two years. 
Frank S. Sheets, Cleveland, was chosen 
first vice president; I. E. Barker, Ham- 
ilton, second vice president, and W. W. 
Cummings, Toledo, was reelected secre- 
tary and treasurer. 

Name New Governors 

Those elected on the governing board 
for the ensuing year were F. E. Wat- 
kins, Cleveland; O. E. Teegarden, Du- 
vall; L. G. Bradstock, Wellington; E. 
M. Stults, Massillon; E. C. Eikenberry, 
Camden; C. A. Heigel, Leipsic, and 
Mr. Hall. 

The association members voted to 
hold a fall meeting at Columbus, at 
which the board of governors will an- 
nounce the 1933 convention city. Near- 
ly 200 persons registered for the con- 
vention which opened on schedule Tues- 
day morning with an invocation by the 
Rev. Father Brissell and an address of 
welcome by Judge Fred Becker, Lima’s 
city manager. 

In his annual address which followed 
O. Perry Hall, retiring president, sound- 
ed an optimistic keynote and urged the 
dealers to continue to work hard and 
carry on. 

Hugh A. Butler, Omaha, Nebr., presi- 
dent, Grain & Feed Dealers National 
association, roundly condemned the ag- 
ricultural marketing act and quoted fig- 
ures to show the exorbitant cost of the 
plan. He was followed by George Cre- 
tors, Chicago, a former resident of 
Russia, who declared that Soviet Russia 
is a real menace to the American farmer 
and laborer. He advocated higher tar- 
iff walls to protect this country against 
Soviet competition. 

Conkey Discusses Feeds 

A. B. Conkey, G. E. Conkey Co., 
Cleveland, gave an interesting and prac- 
tical talk on poultry feeding and ex- 
plained how dealers could cooperate in 
helping the poultry industry to profit. 
His address concluded the first day’s 
session. 


demanding an 


In the evening a large crowd gath- 
ered for the annual banquet and joined 
in community singing. Music was fur- 
nished by Kathryn Cummings and her 
Tune Tinkers. Following the dinner 
the guests heard Dr. Gray W. Moseley, 
Chicago, an economist, analyze the fi: 
nancial and political problems of the 
ccuntry. He reviewed the past trends 
of the grain market and explained the 
bearing of market history upon its fu- 
ture course, concluding with the warn- 
ing that dealers should not be too op- 
timistic about the future of grain prices. 

H. S. Prue, Toledo, opened the fol- 
lowing morning’s session with a discus- 
sion of the supervision of grain inspec- 
tion. He was followed by K. S. Crit- 
tendon, Early & Daniel Co., Cincinnati, 
who explained the practical principles 
of hedging grain. 


Resolutions Adopted 

The portable mill problem was dis- 
cussed by Charles S. Clark, Grain & 
lKeed Journals, Chicago, and S. L. Rice, 
Metamora, Ohio, explained the activities 
of the United States chamber of com- 
merce. D. J. Schuh, executive secre- 
tary, Cincinnati board of trade, conclud- 
ed the speakers’ program with a dis- 
cussion of transportation problems. 
Committee reports were then heard and 
cfficers were elected. The resolutions 
adopted at the convention were as fol- 
lows: 


WHEREAS, the present freight rate 
differentials result in inequalities in buy- 
ing price at competitive country points 
which in many instances are not only 
annoying and confusing but result in 
undue commercial advantages and dis- 
advantages to country elevator opera- 
tors. 

THEREFORE, be it resolved that we 
recommend to the traffic department of 
the Grain & Feed Dealers National as- 
sociation that it diligently endeavor to 
secure a change and increase in the 
number of rate zones to a system that 
will require no break in grain rates 
that will amount to more than one cent 
per hundred, and further 

BE IT RESOLVED that the secre- 
tary of this association be directed to 
convey this recommendation to the 
proper official of the national association 
and that the members use their influ- 
ence in cooperation to secure this de- 
sired reform. 

WHEREAS, conditions that justified 
the imposition by the railroads of the 
present scale of car service demurrage 
charges have passed from one of scar- 
city of cars to one of distressing plenty. 

THEREFORE, be it resolved, that 
we recommend to the traffic department 
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of the Grain & Feed Dealers National 
association that it use its best efforts 
to secure a return to a nominal car 
service charge the same or similar to 
the fees in effect before the adoption 
of the present scale, and further 

BE IT RESOLVED, that the secre- 
tary of this association be directed to 
convey this recommendation to the 
proper officials of the national associa- 
tion and that the members use their 
influence in cooperation in securing re- 
lief from this excessive charge. 

WHEREAS, the sinister shadow of 
the farm board still hangs over the grain 
trade, and fear and uncertainty as to 
its policies and certainty as to its eco- 
nomic unsoundness and continued fail- 
ure in its operation have denied to the 
people of thig nation the benefit in the 
orderly processes of established grain 
markets and have resulted in intoler- 
able losses to the farmers of the coun- 
try. 

THEREFORE. be it resolved, that 
we demand the immediate repeal of the 
agricultural marketing act, the dissolu- 
tion of the farm board. and the liquida- 
tion of its affairs. 

FURTHER, be it resolved that the 
secretary of this association be instruct- 
ed to mail to each of the senators from 
Ohio a copy of this resolution. 

WHEREAS, the cost of government 
has not declined in adjustment to the 
diminished income of the citizens of the 
United States and the consequent low- 
ered ability to contribute on the part 
of the tax-paying public. 

THEREFORE, be it resolved that 
we demand the elimination of all use- 
less bureaus, the decrease of expendi- 
tures in general and a system of rigid 
economy in the administration of all 
departments of the federal government 
and that we insist on the support by 
the members of the Ohio delegation in 
congress of all economy measures to 
the end that a balanced budget may be 
achieved not by the imposition of ad- 
ditional taxes but rather by the adjust- 
ment of expenditures to a curtailed in- 
come, and 

BE IT FURTHER RESOLVED, 
that the secretary of this association be 
instructed to mail to each of the sena- 
tors from Ohio a copy of this resolu- 
tion. 
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Successful Feed Dealer Must Be 
More Than a Merchant 


How to Use Advertising Profitably 


this subject of advertising in its 

relation to the retail feed business 

and see just what it offers you. 
There are many men who are firm be- 
lievers in advertising. There are others 
who are iike the fellows who used to 
say about the beverage that makes Mil- 
waukee famous, “They can either take 
it or leave it alone.” And it’s possible 
that there are a few here who are firm 
in the belief that advertising doesn’t 
pay—because the feed business is dif- 
ferent! 

The successful feed dealer, like the 
successful manufacturer or retailer in 
any line, is the man who makes a profit 
as the result of performing a valuable 
service to his customers. If a business 
isn’t built on that foundation it cannot 
endure for long. And so I say to you 
that the successful feed dealer is the 
owner of a feed store that exists pri- 
marily because it has a logical, right- 
ful place in the community. If it doesn’t, 
advertising, whether free or otherwise, 
won't help very much. 

Know Farmers’ Problems 

The Rotary club has a motto, “He 
Profits Most Who Serves Best”. I like 
that thought. To me it seems that it 
has a particular application to the feed 
business. Your success is inseparably 
linked with the success of the dairy 
farmer, the hog raiser, the poultryman 
—with all owners of livestock whose 
success depends primarily on_ their 
ability to manufacture meat and milk 
and eggs out of the products which 
vou sell. 

How can you best serve these feed- 
> The answer is simple. By mak- 


| ET’S take a good long look at 


ers? 
ing it your business to know their prob- 
lems and your feeds. You must be 
more than a merchant. You must be 
right up-to-date on markets—on feed- 
ing methods. You must honestly in- 
terest yourself in the agricultural life of 
your community. And you must be 
prepared to give sound authoritative ad- 
vice about good feeding practices to 
meet the individual needs and condi- 
tions of your trade. 
_ Before we consider advertising as an 
important business tool, we must have 
something specific to advertise. The re- 
tail feed dealer who has made a care- 
ful study of his own business, who has 
figured out for himself that his store 
is a definite factor in the successful 
business life of his community, knows 
that he has something real to advertise. 
And if the public does not know it, 
the feed dealer has a big job to do— 
and the sooner he gets started, the 
longer he’ll last. 
Get Customers’ Angle 

To a great extent, your success can 
be measured by what your customers 
and your prospects think of you. You 
will notice I did not say your competi- 
tors. That may be another story! 

You are, very largely, what your cus- 
tomers and prospects think you are. 
There are several ways to find the ans- 
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By C. L. Jaycox 


wer to this question, of course. One 
of the best, I believe, is to answer some 
questions for yourself. 

When you go back to your home 
town suppose that you do a little mar- 
ket research work on your own ac- 
count. It is interesting, and it can 
be made very profitable. 

Here is one way to do the job. Some 
fine morning walk or drive to your 
store, not as the owner but as a pos- 


Mr. Jaycox, advertising specialist, Mumm- 
Romer-Jaycox, Inc., Columbus, Ohio, pre- 
sented the ideas published herewith to 
dealers at the recent Central Retail Feed 
association convention. 


sible feed purchaser. Forget for the 
time being that you are Mr. John Jones, 
the leading feed dealer of Jonesville, 
and imagine yourself a dairy farmer 
cr a poultryman or a feeder of any 
other type. 

As you walk down the street and the 
store comes into view, what do you ac- 
tually see? Does the place of business 
look businesslike or a little discouraged 
and run down at the heel? Are the 
premises as a whole attractive looking 
or shabby or halfway in between? Can 
you tell at a glance that here is a place 
where good feeds are sold? In other 
words, is there a big sign over the 
building calling attention to the fact 
that feeds are for sale—a sign big 
enough to catch the eye of a motorist 
traveling at perhaps 30 miles an hour? 

Invest in Paint 

I often think that one of the best ad- 
vertising investments any retail dealer 
can make is a few good cans of paint 
to make the place of business generally 
a bright spot in the community—in- 
stead of a tired, drab-looking mill or 
store. 

But let’s move up closer and see what 
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we find. How are the windows? Clean 
and bright? Or are they dusty and cob- 
webby? If there is a place to make 
an advertising display, is that place be- 
ing used to best possible advantage? 
Are prices quoted? Are goods arranged 
in a pleasing manner? Are there any 
signs or cut-outs of advertising matter 
to invite you inside? If not, the owner 
of that store is overlooking a good bet. 
He is missing out on an opportunity 
to use advertising that costs little or 
nothing, and which is powerful in its 
sales appeal. 

What catches your eye as you enter 
the door? Obviously, a feed store can- 
not be made to look like a jewelry shop 
or a lingerie parlor but it can be kept 
clean. It can be well lighted, with an 
orderly arrangement of merchandise, 
with samples of the various products 
you offer for sale out where the pros- 
pective buyer can see them. A good 
broom costs 30 or 40 cents. And you 
can do a darned good advertising job 
with a broom. 


Use Manufacturers’ Helps 


Manufacturers who supply you with 
feeds and other products are constantly 
urging you to display attractive signs, 
cut-outs, etc. Do you use them? Do 
you use them at the right time? And 
do you take them down and replace 
them with newer and more attractive 
signs and posters when they have out- 
lived their usefulness? You are con- 
stantly being offered advertising mat- 
ter at little or no cost. If you leave 
it packed away in the basement or 
stacked somewhere in the back room, 
you are passing up an opportunity to 
brighten up your store and sell mer- 
chandise. 

And now we come to the most im- 
portant part of the whole set-up—the 
personal equation. The attitude of the 
dealer and his helpers is the greatest 
single factor in the success of any busi- 
ness! Here again, personal appearance 
counts. No one wants to see feed store 
dealers dressed like head waiters or 
tailors’ dummies, but it doesn’t cost 
much to Jaunder coverall suits. A clean 
shave once a day costs nothing—and 
it’s good advertising. 

Cheerfulness Pays 


All of this may seem far fetched— 
but remember, it’s good advertising. It 
costs nothing to be cheerful—and cheer- 
fulness is a business asset. An honest 
smile is one of the greatest advertising 
displays known to mankind. Prompt- 
ness in waiting on trade, courtesy in 
answering phone calls, personal inter- 
est in every buyer—all of these things 
are good advertising and good sales- 
manship—and they cost you nothing! 

Do you think these things are over- 
drawn? Are you saying to yourself, 
“That guy isn’t talking about my place 
of business.” Don’t be too sure. For 
a good many years now we've all been 
listening to the same brand of advice 


(Continued on Page Twenty-seven) 
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THINK OF IT! A few cents buys 
enough Vitamin D in Nopco XX Cod 
Liver Oil to take a pullet from chick to 
maturity or to carry a laying hen 
through twelve months of heavy egg 


production. For this small cost can you. 


afford to gamble with less dependable 
sources of Vitamin D? Can you afford 
to take a chance on sunshine alone 
which varies surprisingly in protective 
power? The year ’round cost of Nopco 
XX is insignificant when the vital need 
for Vitamin D in poultry nutrition is 
considered. 

Nopco XX affords many advantages 
in addition to this low cost Vitamin D 
protection. Nopco XX carries a con- 
centration of natural Vitamin D made 
possible by the patented Columbia 
University Process No. 1,678,454. It has 
a uniform, standardized, dependable 
Vitamin D content not found in un- 
fortified cod liver or fish oils. Moreover, 
Nopco XX carries an abundance of 
Vitamin A. 


This small investment in Nopco XX 
insures against rickets, promotes 
normal and rapid growth in pullets, 
builds strong bones and insures a body 
reserve of Vitamin D for the heavy egg 
production to follow. For the layers 
Nopco XX permits increased egg pro- « 
duction, produces stronger egg shells 
and improved interior egg quality. Ata 
time of low egg prices, best feeding 
practices are imperative because only 
the high producing, healthy flocks 
show a return above feed costs. 


Leading poultrymen heartily cndorse 
Nopco XX for year ’round feeding to 
growing and laying stock. Keep Nopco 
XX in your mashes right through the 
summer. You will be rendering a real 
service to your customers. Write or 


wire for prices. 
lopco San The new germi- 
cide, deodorant 
and disinfectant for positive poultry and 
livestock sanitation. Write for de- 
scriptive literature and prices. 


NATIONAL OIL PRODUCTS CO., INC. 


SAN FRANCISCO 
BOSTON CHICAGO 
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DALE W. McMILLEN, Jr., son of 
D. W. McMillen, vice president, Allied 
Mills, Inc., Chicago, Ill., recently grad- 
uated from the Culver Military acad- 
emy, Culver, Ind., with the honors of 
captain. His father attended the grad- 
uation exercises and was therefore un- 
able to be present at the annual con- 
vention of the American Feed Manu- 
facturers association which was held at 
French Lick, Ind., during the same 
time. 


HETZEL MILLING CO., Delavan, 
Wis., suffered a loss of $30,000 June 16 
when its mill was destroyed by fire. 
This is the third time the plant has 
been demolished by a blaze within re- 
cent years. 
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Carefully Sifted for Feed Dealer Consumption 


That hot, stifling air hanging about 
m li and office these days has probably 
drifted in from the political conventions 
at Chicago. 

* * * 
LAST INSPECTION 

Shipwrecked Sailor: “Why is that 
cannibal looking us over so carefully?” 

Mate: “He’s probably the feed in- 
pector.” 


Profitable Feeds 
P rofit Dealers 


Whether your customers feed cattle, dairy 
herds, hogs or poultry, they demand feeds 
that bring the longest profit for every dol- 
lar they cost. There is a Quaker Feed for 
each requirement. Each feed is the best 
that knowledge and experience has devel- 
oped. Thousands of feeders have attested 
to their merit. Exacting tests by high 
authorities confirm this popular approval. 
It is the experience of dealers that once a 
feeder tries Quaker Feeds he becomes an 
enthusiastic and permanent user. These 
are the customers you want, Mr. Feed 
Dealer. The profits Quaker Feeds earn for 
customers pay you a profit. If you want 
to know more about the advantages 
Quaker Feeds offer you, Mr. Dealer, drop 
usacard. Do it NOW, before you forget. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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MODERN SPEED 
Guest: “You certainly live in beau- 
tiful surroundings.” 
“Driver: “Sure do. That’s a nice vil- 
lage we are coming to, wasn’t it?” 
* * 


CORNHAY WEAKLY NEWS 


Considerable pavement was torn up 
on Cornhay’s main street July 4, some 
pranksters having tied a pack of fire 
crackers to the tail of Constable 
Bunks’ Great Dane dog. 

Cornhay citizens were worked into a 
pitch of excitement Memorial day by 
the mysterious disappearance of Tiny 
Teetzhofer, program chairman. He was 
located late in the afternoon inside the 
coils of Joe Lupper’s big bass horn 
which accounted for the reason why the 
instrument was continually off-key dur- 
ing the parade. 

Judd Perkins paid his income tax of 
17 cents last week, having received 
that amount for a carload of hogs 
which he shipped Tuesday. 

Jep Blimp has worried himself so 
thin over the depression that he’s now 
able to take his former short cut from 
the barber shop to his home through 
the narrow alley between the postoffice 
and Nels Potter’s grocery store. 

* * * 


RARE INDEED 


A farmer ordered a steak at a res- 
taurant. The waiter brought it in rare 
—very rare. The farmer looked at it 
and demanded that it be returned to 
the kitchen and cooked. “It is cooked,” 
insisted the waiter. “Cooked,” thun- 
dered the farmer, “I’ve seen my cows 
hurt worse than that and get well.” 


LOVE THY NEIGHBOR 


Excited Hired Hand: “That cyclone 
we just had laid low all your trees on 
the lower forty and killed two of your 
best cows.” 

Farmer: “And what happened up at 
Brown’s farm up the road?” 

Hired Hand: “The roof’s torn off his 
house, there isn’t a tinder left of his 
Larn, and he can’t find his garage with 
the new automobile in it.” 

Farmer: ‘Well, well. The storm 
wasn’t half as bad as I thought it 
twas.” 


CENSORED 


Mother: “What did your father say 
when he found out that his pipe was 
broken?” 

Dealer’s Son: “Shall I leave out the 
swear words?” 

Mother: “Certainly, my dear.” 

Dealer's Son: “Well, mom, then pop 
didn’t say anything.” 
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Central Dealers Condemn Direct Sales 
Seek Lower Power Rates 


Vint Elected President at Convention 


HREE problems of the feed busi- 

ness were attacked by members 

of the Central Retail Feed as- 
sociation at the seventh annual conven- 
tion held at the Schroeder hotel, June 
20 and 21. 

The dealers voted to submit a protest 
to the Wisconsin public service com- 
mission against the present rates 
charged by power companies operating 
throughout the state and approved the 
appointment of a committee to formu- 
late plans for obtaining a reduction. 

Selling of feeds by manufacturers and 
jobbers to farm agents and others not 
strictly engaged in the retail feed busi- 
ness was condemned as harmful to the 
legitimate dealer. The secretary of the 
association was requested to send copies 
of the definition of a retail feed dealer 
as it is listed in the constitution and 
by-laws of the organization to jobbers 
and manufacturers, this definition to 
be used as a guide in determining who 
is or is not a legitimate dealer. 

The association executive committee 
was urged to give serious considera- 
tion to the combating of competition 
from truckers who haul feed from city 
markets and peddle it direct to farmers. 


Vint Elected President 

James H. Vint, Farmers Cooperative 
Elevator Co., Union Grove, Wis., was 
elected president to succeed S. E. St. 
John, Farm Service Stores, Inc., Eau 
Claire, Wis., at the close of the conven- 
tion. J. E. Davis, Northern Supply 
Co. Retail Stores, Inc., Amery, Wis., 
was named vice president and Joe 
Straub, Lomira Elevator Co., Lomira, 
Wis., was reelected treasurer. 

S. G. Sorenson, Tomah, Wis., was 
elected to succeed Joe Huenink, Equity 
Produce Co., Baldwin, Wis., as a 
a director. Other members of the board 
whose terms continue are R. P. Gup- 
till, Producers & Consumers Co., Genoa 
City, Wis., and J. A. Becker, William 
A. Becker Co., Monroe, Wis. 

More than 300 dealers and_ trade 
members flocked to the convention. 
They constituted a determined, optimis- 
tic group who came to get all of the 
new ideas possible and they did not go 
away disappointed. From the opening 
gun to the farewell handshaking on 
Tuesday afternoon there was something 
to learn and to enjoy every minute. 

Edward LaBudde, president, Milwau- 
kee Grain & Stock exchange, Milwau- 
kee, in his address of welcome which 
opened the convention, sounded an op- 
timistic note which prevailed through- 
out the sessions. 

“Stand fast,” he told the dealers, “we 
aren't licked yet. Through all the ages, 
in spite of change in continent and 


Here are three of the officers who will guide the destinies of the Central Retail Feed 
association during the ensuing year. They are left toright, J. E. Davis, Amery, Wis., 
vice president; James H. Vint, Union Grove, Wis., president; and S. G. Sorenson, Tomah, 
Wis., director. Joe Straub, Lomira, Wis., treasurer, was absent when this potograph 
was taken. 


climate, floods, earthquakes, wars, star- 
vation, diseases and what-not, man has 
proceeded onward. True enough, man 
has had setbacks, but the real man cre- 
ated by the Almighty and given do- 
minion over the earth persists through 
everything and until time shall be no 
more. If we allow the things which we 
created and produced to rule over us 
for a season, it simply means that we 
must hit the back trail and get onto 
the right road again. 

“We cannot have good men in high 
places or low unless we produce good 
men from the ground up. Presidents 
of our country and their products such 
as the farm board, prohibition and a 
thousand other pestilences are an exact 
cross-cut of us and our activities here 
at home and not one bit better or one 
bit worse. Why delude ourselves any 
longer? Communities or nations will 
soon be rid of major problems, if we 
individually attend to the business at 
hand and use the proper ideas. A great 
many of the things we have created, 
produced and built, will not stand up 
because we did not follow the’plans laid 
cut on the eternal trestle board. We 
must check back, like any good builder, 
to see whether or not our work agrees 
with our plans. 

“Man created with an eternal charter 
on life, is not going to let a depression 
or two undo him, and so during these 
hectic times I am going to give you 
one parting word of confidence. It is 
an old German word easily translated 
into English and that word is ‘Stant- 
halten.’ That is, ‘stand fast’.” 

S. E. St. John, president of the asso- 
ciation, thanked the members for their 
cooperation during his term of office 
and also urged them to carry on. His 
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talk was followed by the reports of the 
secretary and treasurer. 

Dr. Roy L. Smith, Wheaton, IIL, 
spoke in the absence of A. B. Conkey, 
G. E. Conkey Co., Cleveland, Ohio, 
who was unable to be present. Mr. 
Conkey’s talk is published elsewhere in 
this issue of The Feed Bag and copies 
of his address were distributed at the 
convention. 

Dr. Smith succeeded in dispelling 
the gloom from the depression with 
his witty remarks and faith-restoring 
message. 

“The large part of every day life,” 
he declared, “is our thinking. We make 
our own world by the way it is built 
in our thoughts. Some of us may 
think life is not worthwhile, because 
we have lost our money or are in the 
process of losing it. But we overlook 
the fact that we still have many treas- 
ures. A man is rich as long as he has 
the love of his wife, his family and his 
friends and the confidence to rise again 
and succeed if he fails. 

“You can’t prevent things from hap- 
pening to you, but the happiness in 
your life will be largely determined by 
what you do when they do happen. A 
smile is the only thing that hasn’t gone 
up or down in value during this depres- 
sion. It is still one of your greatest 
assets, and it costs you nothing.” 

J. F. McGurk, Haag-Braun Lumber 
Co., Helenville, Wis., won the attend- 
ance prize, a copy of the book “Feeds 
and Feeding”, at the conclusion of the 
morning session. 

Farm problems were discussed by A. 
J. Glover, editor, Hoard’s Dairyman, 
Fort Atkinson, Wis., during the noon 
luncheon. 


(Continued on Page Twenty-five) 
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Packers Hecrizontal Mixers Bucket Elevators Molasses Mixers Pulleys Attrition Mills 


MODERNIZE 


WITH 


MONARCHS 


— — You can’t fight tough battles with 
worn out or inefficient tools. 


— — The successful ones in every industry 
are those equipping themselves to increase 
their margin of profits on manufacturing 
steps, and to give improved service to bring 
in New Customers. 


— — An indication to us that you are in- i 
terested in the possibilities of improving your oa 

plant equipment will not open you to high Sess etl Fabel 
pressure sales tactics. You will like the way aS; 


Vibrating Screens 


Sprout Waldron Sales Engineers tell their ly | 
story—Just as much as you will like the addi- é == , 
tional profits Monarch Equipment can very — 


likely earn for you. Spiel Cooveyor 


SPROUT, WALDRON & CO., Inc. 


1202 SHERMAN ST. 
MUNCY, PA. 


Complete Engineering and equipment service for 
Flour Mills, Feed Mills and Grain Elevators. 


- THE MONARCH LINE. 


Conveyor Trippers V-Belt Drives Dust Collectors is Mill Machinery Sprockets Vertical Conveyors ‘ Bearings 
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MAKE PARTNERS THE FEED BaG has at numerous times urged its readers 
OF YOUR FEEDERS to plan a feeding program for their customers. During 

the recent Central Retail Feed association convention, 
one of the nation’s greatest agricultural editors A. J. Glover, Hoard’s Dairyman, 
Fort Atkinson, Wis., substantiated this plan with the following statement: 


“Help the farmer get results and profits from your feeds. That kind of service 
will make money for him and for you.” 


Editor Glover further elaborated upon his suggestion by recommending that 
feed dealers study not only the general needs but the particuiar requirements of 


each farmer and suggest a ration that would result in the greatest economy to each 
individual. 


To many feed dealers this method of merchandising and rendering a service 
to the customer will not be new. Times have changed and the depression has made 
the need for careful feeding greater. In the good old days when the milk and egg 
prices were high all that was necessary was a gocd stock of feed in the warehouse 
and a good line of sales talk. Business can’t be done that way any more. The dealer 
must in reality form a partnership with each of his feeders and act in an advisory 
capacity if he expects his business to grow and prosrer. 


After Mr. Glover had concluded his talk during the Central Retail Feed asso- 
ciation convention, we approached him and inquired whether he was of the opinion 
that straight commercial feeds under the plan he advocated no longer fitted into 
the picture. He replied to the contrary declaring that the commercial feed manu- 
facturer represented a stable and essential industry and that it was his duty to 
supply a line of feeds from which the dealer and the feeder could select rations that 
would meet their requirements. He pointed out that there were still numerous 
farmers who depended entirely upon a complete ration and that it was for those 
who had on hand a supply of grain and other feedstuffs that a special ration with 
varied degrees of protein content must be supplied. 


The best service can be rendered right in the farmer's own barnyard where the 
conditions and the available grain and roughage supplies can be estimated and a 
proper supplement recommended. If a dealer is short handed and finds it impossible 
to get out into the territory, he should endeavor to have a confidential talk on feed- 
ing problems with his customers in his own office. He can learn by questions and a 
general knowledge of feeding principles what the needs of his customer will be. 


Then he can proceed to supply these needs and assist the farmer in keeping a care- 
ful record of the results. 


The successful feed dealer of today and tomorrow will be the man who makes 
an individual study of the feeding requirements of each of his customers and pros- 
pects. By rendering such a service he will help his community to prosper, will bring 
additional dollars into it which can be spent for more feeds and which will eventually 
result in greater profits for the man who supplies them. 


—EnIL J. BLACKY. 
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It’s easy to sell the idea—for 
Every Feeder Knows the Value of 


SKIM MILK 


Quality Is a Very 
Important Factor 


The quality of Dry Skim Milk is determined by 
two things—source of raw milk supply and care in 
manufacture. The American Dry Milk Institate 
was created by a group of America’s leading dairy 
product manufacturers. One of its prime func- 
tions is to establish and maintain among its mem- 


bers a high standard of quality, acceptable for all 


feeding as well as human food purposes. 


A Constant Souree of 
Supply for You 


; The manufacturer members of the A. D. M. I. are 
, the nation’s leading producers of Dry Skim Milk, 


Mesa= 
1 


USE AT LEAST 
10% in Chick Starter 

7:% in Growing Mash 

5% in Egg Mash 

10% in MashtorHighQuality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | Som A. 


Feed Service Depart. 


10% in Pig Meal ment for special uses 


of all kinds » » » 


You Must Use MILK to 
Get MILK RESULTS 
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both as to quality and 
quantity. With plants 
conveniently located 
throughout the coun- 
try, they offer the feed 
manufacturer a great 
supply of raw materi- 
al and a steady, re- 
liable source of the 
manufactured product 
at all times. You can 
be sure of unexcelled 
service and helpful 
cooperation always. 


American Dry Milk Institute, Inc. 


The mere fact that a feed contains a worthwhile 
amount of Dry Skim Milk is a recommendation in 
itself. Feeders know that they can get faster, sounder 
growth, superior condition and more satisfactory 
results when they feed plenty of Milk Solids. Dry 
Skim Milk makes this feed essential available to the 
feeder at all times. Skim Milk, in dry form, the most 
uniform milk product, is ideally fitted to become a 
part of any good feed. 


An Important Service 


The American Dry Milk Institute maintains a corps 
of men for the purpose of counseling with the man- 
ufacturer in feeding problems, particularly those in- 
volving the use of milk. There is no charge for this 
service. It is tendered and rendered in a spirit of 
helpful cooperation. No matter how splendid a feed 
may be, if it doesn’t contain a worthwhile quantity of 
Dry Skim Milk it can be improved through its addi- 
tion, for you must use milk to get “milk results.” 


Representing America’s Foremost Producers of Quality Dairy Products 


ROOM 1313—221 NORTH LA SALLE STREET - 
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Increase Your Profits by Using 
These Practical Sales Plans 


Comb Trade Area for New Patrons 


HAT are some of the merchan- 

dising ideas that would be in- 

teresting to you as a dealer? 

Let me present some plans 

that have been used successfully by 

dealers in the years of 1930 and 1931. 

You will agree with me that these 

years have tested the ingenuity and 

merchandising judgment of our best 
business men. 

Many times dealers hesitate in adopt- 
ing new ideas, plans, or methods, which 
would help them to render new and 
better service. The only way to ac- 
complish anything is to actually try it. 
Of course you will make some mis- 
takes, just like the young man _ who 
kissed strange girls. 


Courteous Employees 


Do you have employees working for 
you, such as warehouse men, _ book- 
keepers, stenographers, drivers? How 
well do your employees know the lines 
that you are selling? Are they pre- 
pared to talk intelligently about feeds, 
about equipment, about the products 
that you sell? If they are not, you cer- 
tainly should see to it that they have 
the necessary knowledge to talk intell- 
igently to your customers about the 
products that you handle. 

You can best accomplish this job by 
having a meeting once every two weeks 
with all your employees. Discuss the 
local feeding situation. Figure out plans 
and feeding programs that you can re- 
commend to feeders. Have your dif- 
ferent employees make actual demon- 
strations of talking to feeders, before 
your whole group. Select a different 
individual to do a demonstration job 
at the different meetings. 

A bulletin board seems like a simple 
thing. Nearly every dealer has one. 

Here’s what you can do: Send a let- 
ter, enclosing two slips, one marked 
“For Sale” and the other’ marked 
“Wanted”. Have these slips printed in 
black and red. Tell your potential cus- 
tomers that if they will fill out these 
slips, stating anything they may have 
for sale or may want to buy, you will 
he glad to post this on the board, and 
teil them that a similar letter has gone 
to many feeders in the community. 
You'll be surprised at the splendid re- 
action you will receive from many 
feeders. 


Survey Your Territory 

How much business are you getting 
in your community? I'll bet that you'd 
he surprised if you made an actual an- 
alysis. I would suggest that you go 
to your county assessor's office, and 
obtain a map of your county showing 
all the farms. Put a circle around the 
territory that you serve. Then mark 
every farm that you are selling with 
one mark, and every farm you are not 
selling with another mark. Make up 
a typewritten list of the farms that you 
are not selling. Then pick a select list 
of the farmers that you would like to 
sell to, who can buy, whose credit is 


By G. A. Holland 


good, and who buy feed. That will give 
you a mark to shoot at, and make you 
realize the wonderful possibilities that 
vou haven't even touched, as far as the 
feed business in your own community 
is concerned. 

Have you a record of all the custom- 
ers and potential customers in your 
territory? I mean a record that shows 
the amount of live stock and poultry 
that they have, what kinds of feeds 


Mr. Holland, Allied Mills, Inc., Chicago, 
directed the merchandising school at the 
recent Central Retail Feed association con- 
vention. He gave the talk published here- 
with at the conclusion of the school. 


they are using, when they bought last, 
and when they will be in the market 
again. Of course I know that it takes 
time to prepare a record of th.s kind, 
but I am as sure as two plus two equals 
four that if you would keep a record 
of this kind, and get in touch with 
the people that are in the market for 
feed at just about the time that they 
need feeds, either by calling them on 
the telephone, by making 4 personal 
call, or through a feed resale man, you 
would secure a larger proportion of feed 
business in your territory. That old 
principle is true today, as it has always 
been true. If you talk to the right per- 
son about the right thing at the right 
time, brother, you're going to make 
sales. 
Truck Feed Routes 

I know that truck routes aren't al- 
ways practical. In fact, they are im- 
practical in most parts of the country. 
But there are certain communities that 
have a network of paved roads which 
you and I, as taxpayers, are helping 
to pay for at this time. Some of us 
are squawking about our share of these 
taxes. I think we should have started 
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talking a good many years ago. It 
costs money to build good roads. If 
you are located in a community that 
has paved roads; if you are located in 
a section that buys most of their feed, 
then I say that truck routes are prac- 
tical. However, don’t expect to put a 
$10.00 man on a $5,000 truck and get 
a $100,000 business. It doesn’t work 
that way. It takes a smart salesman 
on a truck covering a truck route to 
make it profitable for you. it’s being 
done, but I wouldn’t recommend it un- 
less you have some surplus cash that 
you can afford to spend to build up 
good will on a truck route because a 
truck route doesn’t pay until it has 
been operated for two or three months. 

I think that the dealer can do a big 
jcb today in helping to instill contid- 
ence in the farmer. Today, more than 
ever before, it is a generally accepted 
fact that confidence will help to bring 
back a normal condition. That has al- 
ways been true. No organization, large 
or small, can operate successiuily uniess 
every man in the organization has con- 
fidence in his fellow-workers.. Confid- 
ence is the cornerstone of every busi- 
ness organization, of the church, of this 
whole United States. I know of busi- 
ness concerns who have a policy today 
that makes it necessary for the people 
who deal with them to have confidence 
in that organization. If you do not 
have confidence in the people with 
whom you do business, regardless of 
what organization you are doing busi- 
ness with—change, and do business with 
an organization that you believe in, and 
everybody will be better off. 

Foster 4-H Club Work 


What about 4-H club work in your 
community? Surely you will agree 
that the boys and girls, the future farm- 
ers, merit your cooperation. When you 
stop and think of the wonderful work 
that is being done among boys and girls, 
the wonderful results that they are ac- 
tually accomplishing you cannot do any- 
thing except say that they deserve your 
help. Who is the logical man in the 
community to sponsor the work of the 
4-H club? Who is the logical man in 
the community to get all the business 
men in that community to cooperate in 
sponsoring the 4-H club work? Is it 
the banker, the baker, or the candle- 
stick maker? Or is it likely the feed 
dealer? You know, without my telling 
you, that the feed dealer is the logical 
man to get back of the 4-H club work 
and see that the business men are ac- 
tive in sponsoring the 4-H club. Why 
don’t you take the initiative? Why 
don’t you take the aggressive attitude 
in helping these boys and girls to carry 
through on a worthwhile program? 
Are you taking this attitude, and this 
rightful position that is yours? 

Undoubtedly every one of you men 
has scold something of one character or 
another in your life time. You know 
that in making a sale, after you have 
talked to a man about your service, 
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about the quality of your product, about 
the personnel of the organization, and 
you have failed to make the sale, what 
is the strongest sales-clinching argu- 
men that brings home the bacon. Isn’t 
it the old story of the satisfied cus- 
tomer—called testimonials? I don’t like 
to call them that. I like to call them 
stories of experience. Give me plenty 
of good, honest stories of experience. 
or testimonials, from men whose word 
is respected, who are honored in their 
community, and I will go out and sell 
anything that is made today. And you 
can too. 
Use Experience Stories 

What about these stories of experi- 
ence? Do you have records, actual rec- 
ords of results that have been pro- 
duced on the products that you sell, 
from good, reliable feeders in your ter- 
ritorv—men whose word is respected? 
Why don’t you encourage your better 
feeders to keep such records for you, 
by perhaps giving a little discount on 
the feed providing the feeder keeps a 
record. Aside from the fact that it 
will help you sell feed, it will do an- 
other thing. If you have three out- 
standing feeders in your territory who 
have kept records for you and then you 
sell some of your feed to a feeder who 
had bad luck, and he starts telling the 
public that the feed you are selling is 
no good, believe me, you can close up 
that man quickly when you go to him 
and show him that here’s Tom Smith, 
here’s Bob Brown, and here’s John 
Jones, who have fed these feeds with 
these results, and surely there must be 
some other reason why this one feeder 
had bad luck, aside from the feed it- 
self, for the poor results. It gives you 
a real way to stop a lot of talk about 
your feed and perhaps gives you an 
opportunity of helping this man to 
solve this problem. 

Educational Meetings 

Do you hold educational meetings in 
your territory for your feeders? I 
con't mean a meeting where 30 or 40 
attend. I mean a meeting that arouses 
the whole community. You can’t hold 
a meeting like that by simply setting 
a date and saying that’s the day of the 
meeting. It requires planning. You 
must have speakers—good speakers, 
with a reputation. Have more than one 
speaker on a program. Have two, even 
three if possible. It requires planning 
at least 30 days before the meeting is 
held. Advertise the meeting through 
local newspapers. Write letters. Tele- 
phone the feeders in your territory. Use 
posters in your windows. Get the co- 
operation of the 4-H club, of the county 
agents, and of all the other local mer- 
chants. Set aside part of the meeting 
for some entertainment, and then you 
will find that you will have a crowd— 
the kind that will remember your meet- 
ing for a long time, and the good will 
as a result of a meeting like this will 
carry for a long, long time. 
_ The time is past when the feed store 
is just a place to loaf around. The feed 
store is a business place today, and the 
change is taking place rapidly in mak- 
ing it just as attractive as any other 
place in town. You remember the old 
grocery store. You don’t find that old 
type grocery store today. It’s out of 
the picture, and the feed store of today 
will be out of the picture within the 
next five years. The feed store will be 
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a place that will be neat inside and 
out—stocks will be arranged in an at- 
tractive manner—the store will be 
swept clean. It won’t be as spotless 
as a grocery store, because feed is some- 
what dusty, but at the same time, it 
won't be covered with an inch of dust. 
The windows, where there are win- 
dows, will be clean and decorated with 
an attractive display. When you stop 
to think that a window display works 
for you 24 hours a day, costs little if 
anything—the only investment you have 
as a rule is your time. The poor 
feed manufacturers usually furnish all 
the material to decorate the windows. 
It’s an investment that pays real divi- 
dends. 
Use Business Stationery 


Here’s an interesting test that you 
can make: Write two letters to the 
same concern, one on a good business 
letterhead, and the other on a 5-cent 
tablet or a ruled scrap of paper. You 
will probably get a quicker reply, a 
more complete letter, which means that 
your letterhead has received better con- 
sideration, and you may even receive 
a better price in answer to your letter 
written on good business stationery. 
Why? Because a letterhead is your per- 
sonal representative. It conveys the 
idea that you are a business man, doing 
business on a sound business basis. A 
good many dealers expect remedy con- 
cerns, feed manufacturers, or poultry 
equipment manufacturers to supply their 
letterheads free of charge. There isn’t 
anything! in this world that is free. You 
may think so at times, but somewhere 
along the line, the proper revenue is 
going to be collected. 

I had a dime, and I went to one of 
our salesmen and I talked to him long 
and seriously, and I said, “I have a 
dime. If you were a coin collector, 
you would immediately know that this 
dime is worth $10.00, because of the 
date on this particular coin, and a cer- 
tain design. Here’s the dime, and it’s 
listed on this slip of paper.” And I 
showed him a coin quotation list that 
had the same date. And he bought a 
dime for $10.00, that was worth just 
10 cents. 

Then I took another salesman, and 
in front of a group of other salesmen, 
I pulled out of my pocket four or five 
bills, all brand new, and I carefully 
leafed through this sheaf of bills, and 
picked one out—a $10.00 bill. 1 said, 
“Jim, I will give you this $10.00 bill 
for $1.00.” He said, ‘No sir, not me. 
I’m not a sucker.” That was a per- 
fectly good $10.00 bill. 

That is human psychology, old as the 
hills, and you can’t change it. Nobody 
is going to give you something for 
nothing. 

Contests nowadays seem to be worked 
to death, but they are still producing 
business, and how! A good contest car- 
ried on locally is ten times as effective 
as the national contests that are put 
on in various ways by various large 
concerns. For instance, a_ letter-writ- 
ing contest for 4-H club boys and girls. 
Try it. 

Keep Complete Stocks 

If I were a feeder, and I came to 
a dealer’s store, and I saw a sign on 
that dealer’s store. saying “Locked up 
for the Afternoon—Gone to the Ball 
Game,” I would say, “Gee, I wish I 
could go this afternoon myself.” And 
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I wouldn't harbor any ill will against 
that dealer, because we all like to see 
a good baseball game. But if I went 
to that dealer and asked for a certain 
product, and he didn’t have it, and it 
happened several times, I would quit 
trying at that store. It is only natural, 
because a man says, “I think I'll need 
some egg mash today, but Bob Smith 
has been running out of things so often 
that I don’t suppose he has any on 
hand, so I’ll go to Jim Jones.” That 
is happening in a good many cases to- 
day, because dealers are not carrying 
complete stocks. 

Another thing right along this line 
of store management is_ courtesy, 
prompt service, and a smile. Simple as 
they are, these are rules that are not 
carried out in every place of business. 
Did you know that in large organiza- 
tions they pay salaries to people who 
can wait on many customers, not lose 
their heads, be courteous and smile? 
Yet many times when we go into smal- 
ler places of business, a customer comes 
in and asks for something, and if the 
warehouse man, the bookkeeper, or the 
dealer happens to be busy, he may not 
even answer, or he may answer in a 
gruff way. There is no reason for that 
at all. 

An idea that I like very much, and 
that certainly helps to build good will, 
tied up with definite advertising, is that 
of distributing fresh egg signs to feed- 
ers who are using the feeds you are 
selling. The trouble with most of the 
fresh egg signs I have seen is that 
they don’t provide a space to show the 
price of eggs. These signs, as a rule, 
have been put out on paraffine paper, or 
flimsy tin. They aren't substantial 
enough. I would like to see a good, 
substantial sign put out, perhaps made 
up by the dealer himself, with a space 
provided so that the price of eggs can 
be changed whenever it is necessary. A 
sign of this character is an advertise- 
ment that is more forceful than bill- 
boards. It not only reminds the peo- 
ple who are using your product or the 
product: that you are selling, but it also 
attracts the attention of the people who 
buy the eggs from the farmer who has 
the sign. 


Calendars Good Ads 


Calendars are good _ advertising. 
However, I wouldn’t give you a cent 
for a carload of calendars, if you just 
simply put them on a bench with a 
sign above it saying, “Take one’. Sure, 
the calendars will be appreciated in 
quite a few homes where they are re- 
ceived this way. But why not do it with 
a little plan in mind? Suppose around 
the first of the year you sent out a nice 
card, or a letter, saying you are wish- 
ing Bill Jones the season’s greetings, 
and asking him to come in—that you 
have a nice calendar to give him. And 
when he comes in, take him by the 
hand and say, “Happy New Year, Mr. 
Jones. Won't you accept this calendar 
with my compliments?” 

Of course, you may not render all 
of these services that I have mentioned. 
You may not carry through with all 
the ideas or plans suggested. Some 
of them may not be practical for you. 
But certainly it is most desirable for 
you to sit down, think carefully, and 
plan a practical program of merchan- 
dising—not just for tomorrow but for 
the rest of the year. 


Upturn in Feed Business Predicted 
At Federation Convention 


Fred McIntyre Is Reelected President 


ERBERT HOOVER will be re- 
elected, the prices of feeds will 
advance sharply before the next 

federation convention and there will be 
a decided trend to a cash basis of hand- 
ling feed. These were some oi the 
predictions of the delegates of the East- 
ern Federation of Feed Merchants dur- 
ing the business clinic held during the 
annual convention at Atlantic City, 
June 27 and 28. 

The straw vote gave Hoover a two 
te one margin while the prediction of 
increased prices was unanimous. There 
was a wider difference of opinion on 
the cash plan, although all but two 
dealers believed there would be an in- 
crease in the number of merchants who 
would discontinue the practice of ex- 
tending credit. The guesses ranged 
from two new converts to 57 and those 
who used a percentage basis suggested 
that the gains would range from 2 to 
5 per cent. 

Chief Gets Big Hand 

The convention was enthusiastic from 
start to finish, When Fred M. MclIn- 
tyre, president, called the meeting to 
order on Monday, June 27, he was given 
an ovation that rivalled those of the 
political conventions. He thanked the 
delegates and immediately launched into 
a keynote speech in which he explained 
what the organization had accomplished 
during the past year and outlined the 
proposed program for the coming year. 

“This convention has met for the pur- 
pose of making a careful analys:s of 
the retail feed business in the East and 
to consider plans that will improve it 
during the next year. It has been our 
purpose during the past year to get the 
government out of business. We have 
made real gains and that work must 
go on. I predict that the federal farm 
board is nearing its end and we claim 
no small part in bringing its unsavory 
existence to a close.” 

He outlined his experiences in Wash- 
ington during the hearings on the farm 
board before the senate committee. As 
a result of those hearings he said that 
congress had reduced the appropriations 
to the farm board and limited the sal- 
aries of the officials to $10,000. 

“Now that they cannot draw salaries 
as large as the president of the United 
States the jobs won't be so popular,” 
Mr. McIntyre surmised. 

He called on the delegates to sug- 
gest methods of aiding the farmers 
without the use of tax raised money and 
government subsidies. He also stated 
that plans were being made to secure 
advance notice of proposed laws affect- 
ing the farmers and the feed dealers. 

Miss Ada Taylor, convention manager 


Officers and former executives of the Eastern Federation of Feed Merchants were 
caught by the camera man as they adjourned from one of the sessions at the recent 
convention held at Atlantic City. Left to right they are W. A. Stannard, Albany, N. Y 
secretary; George Strong, Warwick, N. Y 
tota, N. Y., treasurer; Fred McIntyre, Potsdam, N. Y 
retiring director; Reeve Harden, Hamburg, N. 
Toms River, N. J., and D. L. Schaible, Glassboro, N. J 
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of the Hotel Chelsea, where headquar- 
ters were maintained throughout the 
convention, gave a brief and witty wel- 
come to all of the delegates, including 
the ladies. She was followed by Thomas 
LL. Husselton, secretary of the Atlantic 
City chamber of commerce, who pre- 
sented President McIntyre with a gold 
key to the city and requested all of the 
delegates to use it. One of his state- 
ments that brought much comment was 
that the mayor of Atlantic City refused 
to accept any salary. 

D. L. Schaible, president of the New 
Jersey Feed Dealers association, wei- 
comed the delegates on behalf of that 
organization and called atiention to the 
fact that this was the first tinie the 
federation had met in New Jersey and 
said, “We want to show our apprecia- 
tion by making this the most success- 
ful convention ever heid.” 

Reeve Harden, chairman of the com- 
mittee that made the arrangements for 
the convention, was given a great hand 
when he spoke briefly, outlining the 
program that had been prepared. Re- 
ports were given by W. A.’ Stannard, 
secretary, and Frank Benjamin, treas- 
urer, who reported a balance in the 
treasury in spite of heavy expenses dur- 
ing the past year. 

Farm Editor Talks 

“The Farmer an! the Feed Merchant” 
was the subject of an interesting talk 
by Amos Kirby, agricultural editor of 
the New Jersey Farm and _ Garden, 
and contributor to several other maga- 
zines. 

“The farmer and the feed merchant 
approach the feed problem from dif- 
ferent and widely divergent routes,” he 
declared. “The farmer looks upon feeds 
as a means of increasing his profits 
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former president; Frank Benjamin, Canas- 


., president; C. E. Kiff, Delhi, N. Y., 
J., former president; H. J. Samuelson, 


from his livestock. The feed merchant 
approaches the feed problem as an out- 
let for additional tonnage of the many 
products now on the market. While 
both groups are interested in the same 
problem, yet there is a great gap be- 
tween the two; and in the light of pres- 
ent day trends there may be a gradual 
widening of these differences rather 
than a development of closer relation- 
ship between farmer and feed merch- 
ant unless we follow certain paths that 
are appearing on the horizon.” 

He suggested that one of the first 
problems of the farmers was to make 
a profit in the face of declining prices 
for farm produce. This, he believed, 
has led to cooperative efforts and other 
methods of relief, which have been op- 
posed by the feed dealers. He urged 
the merchants to avoid criticism of co- 
operative effort until the facts about 
them had been determined from  un- 
biased sources. He suggested that it 
was the failure of some _ established 
marketing system that had brought the 
cooperative organizations into exist- 
ence. 

Following his talk there was a brisk 
defense of the retail feed business and 
statements that the cooperatives were 
never opposed as such but only when 
the government began to lend aid, which 
constituted class legislation. 

The following committees were ap- 
pointed before the meeting adjourned 
for lunch: 

Resolutions: C. E. Kiff, M. E. Die- 
fenderfer, A. W. Roy. 

Nominations: Reeve Harden, Frank 
Morrison, L. R. Levengood. 

By-laws Revisions: A. J. Thompson, 
H. R. Edsall, Fred McIntyre. 


(Continued on Page Twenty-nine) 
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Dry Skim Milk Gains Favor 
In Mixed Feeds 


WENTY or thirty vears ago, the 
standard poultry ration consisted 
principally of grain and what- 

ever the birds picked up. As _ poultry 
became more and more confined, certain 
additions were made to the grain ra- 
tion. One of the first additions was 
that of ground meat, first in the form 
of scraps from the kitchen, and later 
also as cheap cuts of meat that had 
been ground up especially for the poul- 
try. This led to the use of green bone. 
These bones usually had considerable 
meat clinging to them and were cut 


up in bone cutters. 

Then the use of skim milk was ad- 
vocated, either sweet or sour. Since 
in most instances it was impossible to 
keep the milk sweet, the recommenda- 
tion was usually made to feed it sour. 
If the milk was fed as the entire source 
of liquid then the chickens usually got 
enough of it to create a marked effect 
on the egg production. This point was 
recently mentioned by Professor Ken- 
nard, Wooster, Ohio, when he said that 
a satisfactory ration for laying hens 
consisted of whole grain with nothing 


WHAT You Say 


—when the farmer says, 


“Times are Tough?” 


Perhaps you’ve heard about the farmer who went to town to buy 
a load of feed, but—the conversation turned to bad times. As the 
talk continued the farmer clutched his feed money tighter and 
tighter—and finally left the store convinced that it was no time 


to buy. 


In times like these—and at any time—the best way to help the 
farmer and yourself, is to study his individual problems. Get 
definite facts about the number of cows he keeps, his milk pro- 


duction, his poultry, his crops. 


There are many ways you can help him—when you know the 
facts. Perhaps he is feeding too many cows and by better, more 
efficient feeding could make more money with a smaller herd. 
Perhaps his chicks got a late start and he needs a good growing 
mash to make sure of proper growth and good egg production 
in the fall. Or, maybe one of your customers has a surplus of 
one crop that could be traded with another farmer for other 
grain or a needed piece of farm machinery. 


Service is a never-failing factor in building sales to your cus- 


tomers. 


The Wayne Educational Staff is ready to give you 


practical suggestions on any individual problem. 


ALLIED MILLS, INC., Executive Offices: Chicago 
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but skim milk to drink. 

The next step in poultry feeding was 
the mixing of ground feeds which were 
termed mash feeds. These mash feeds 
were usually fed wet. The next develop- 
ment was to feed them dry. Feed man- 
ufacturers took a prominent part in de- 
veloping the idea of dry mash feeding. 
The development work done by experi- 
ment stations also increased the preval- 
ence of dry mash feeding. 

Judged from present standards, some 
of the first mashes were crude. Few 
manufacturers went into the making of 
mashes at first, and those who did made 
fairly good mash. Some of the new- 
comers who dabbled in the ‘game did 
not do so well at first, because the need 
for quality materials was not recog- 
nized at that time. The situation, how- 
ever, has clarified itself with time, and 
now practically everyone recognizes the 
fact that quality materials must be used 
in making feeds that are high grade. 

The older experiment station mashes 
were simple. Some of them were so 
simple as to consist of nothing but bran, 
middlings, and some meat product, us- 
ually tankage. The importance of us- 
ing good animal concentrates was not 
recognized at first. As a result, tank- 
age was used and widely advocated. 
That has also changed with time until 
now tankage is seldom recommended 
unless it is absolutely impossible to get 
better meat products. The use of liquid 
milk was never discontinued, but the 
use of dry milk has been developed. 

In the manufactured feed field, dry 
milk products have been'in use for over 
15 years, dried buttermilk being the 
product first used. This product en- 
joyed, an ever-increasing tonnage as the 
years went by and is still being used 
in increasing amounts. During the last 
half dozen years, dry skim milk has’ 
been occupying a prominent place in 
mixed feeds. The quantity used has 
been increasing fast. During 1930 the 
tonnage of dry skim milk used exceeded 
that of dried buttermilk and during 
1931 the tonnage of dry skim milk 
used in feeds has continued its rapid 
increase so that now about half again 
as much dry skim milk is being used as 
dried buttermilk. 


There is something in the natural 
combination of milk proteins, the form 
and amount of natural milk minerals, 
and the vitamins, especially vitamin G, 
which makes milk such an outstanding 
material. Skim milk not only balances 
and corrects the deficiencies of other 
feed materials, but also provides addi- 
tional nutrients. 

Milk is a natural product. Skim milk 
is long known in feeding and favorably 
so. It is prepared for commercial use 
by condensing or drying, and the choice 
of the form to use is naturally the one 
which provides the greatest amount of 
milk solids for, the dollar. Natural un- 
changed skim milk solids, without any 
additions or subtractions, are of the 
greatest value to the user.—C. W. 
Sievert. 


Stick to 
Both 


Quality 
You 


And Your Feeders 
Will Profit 


By A. B. Conkey 


IMES shift and change. We have 

} had a prosperous period which 

built up its peculiar psychology 

and while that period was with 
us we pigeon-holed a lot of valuable 
solid rules and allowed looseness, care- 
lessness and egotism to develop in our 
business transactions ‘which threw us 
off our stride and made it difficult to 
realize that we must come down to 
earth again and apply the principles 
of economy and conservative aggress- 
iveness. 

I do not believe that conditions will 
change overnight. The change can only 
be gradual and it should be gradual 
with old man Economy and Hard Sense 
poking his cane at us, telling us to 
merchandise as merchandisers, telling 
us that if the methods of three years 
ago had continued that the crop of 
younger business men coming along 
would ‘have had wishbone instead of 
backbone and never in the world would 
have been able to cope with problems 
if this moral fiber hadn’t been stiffened. 


We Must Come Back 

Those of us whe remember the dif- 
ficult periods of years gone by are 
gratetul for those experiences which 
help us today to face the situation as 
it 1s, to keep a stiff upper lip, and to 
have sufficient courage to carry us 
along until the inevitable change oc- 
curs. Nature has a method all its own 
of balancing life and things. When we 
go too far, we have to come back, and 
we went a long way, so how can the 
way back be short? No one is escaping 
it. It’s world-wide and universal and 
because of it we are learning some se- 
vere lessons. 

We who are in the feed business are 
concerned with two of the most im- 
portant commodities for human life, 
namely, milk and eggs. We are deal- 
ing with necessities. Therefore, our 
business is that of supplying essentials. 
Consequently, we are in a legitimate 
business and deserve to succeed. 

The price being paid for milk and 
eggs is very low. At the same time, 
the feed. for poultry and animals is very 
low in price and although the price 
received by the farmer today for milk 
and eggs is too near the breaking-even 
point, it won’t take much to swing the 
percentage the other way around and 
thus make the poultry business especial- 
ly a profitable farm item. We are in a 
business which can turn almost over- 
night. The future is assured, but we 
must handle our business so that it will 
be there when the recovery comes. 

In the meantime, therefore, what are 
we going to do to see that we hold 
the old fort in good shape? Quit? No! 
We are going to conduct our business 


on a safe and sane basis. We are going 
to tap every avenue of business that 
we can; we are going to fight for busi- 
ness as we never fought before, and 
we are going to come out on top. No 
ene can predict just how everything 
will work out. Anybody can be a good 
second guesser; any one can imme- 
diately flop his wings, run to cover and 
say, “I told you so.” But the man who 
has any regard for his business is the 
one who retreats gradually, who keeps 
fighting and fighting, hoping for some- 
thing better; repairing his fences as 
he goes along and conducts an orderly 
retreat which leaves him protected 
when the turn comes in the other direc- 
tion. 
Get Your Money 

First, we are going io watch our 
credits; we are going to get the cash. 
The instances where we don’t demand 
cash lie in the direction that represent 
sound credit, and even this credit must 
be watched because what’s good today 
may not be good tomorrow. We are 
going to do less business than we did 
before but we are going to get our 
money, and we are going to pay for 
what we buy so that when we do take 
in our cash it isn’t to pay for dead 
soldiers. 

There are going to be a lot of people 
to whom we dislike to say “no” on 
credit, but we must do it, both for 
their protection and our own because 
the giving of credit to people who 
shouldn’t have it makes enemies, not 
friends, and in addition ruins our busi- 
ness. 

We are going into the by-ways and 
hedges to find orders and we are going 
to be surprised at the orders that can 
be obtained when we go after them. 
The customers that used to come into 
our stores are perhaps staying away; 
they’re not in a buying mood. There- 
fore. we must go to the customer. It 
isn’t necessary to hire a lot of extra 
clerks to take care of these “customers. 
One or two, depending upon the size 
of your business, can take care of this 
trade in the store while we oursélves 
get out into the country, rendering ser- 
vice tc our customers, calling on them, 
helping them, doing things that we 
have never done before, and getting 
business because we are on the job 
and give this service. Personal contact 
is necessary now. 

Customers Are Shopping 

This heydey of good business that 
was upon us developed carelessness in 
our treatment of customers. We didn’t 
have to be quite so courteous to them; 
we didn’t take enough interest in their 
personal problems. We didn’t ask how 
the baby is, how John and Mary are 
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Mr. Conkey, G. E. Conkey Co., Cleveland, 
Ohio, who wrote this address was unable to 
be present at the Central Retail Feed asso- 
ciation convention at which he was to de- 
liver it. Copies were distributed among | 
those present. 
getting along in school? We = simply 
rang up the cash register and hurried 
to the next customer. 

We are going to have to get back 
to the method employed in the days 
gone by, the method of striving to 
please, to serve, and to make a man 
feel glad when he spent his money with 
us. A few have never lost this art. 
Even in the rush of things, they have 
appreciated the customer's business and 
these few are still with us. 

One thing to bear in mind is that 
the customers are shopping around; 
they are looking for bargains. Perhaps 
your competitor who didn’t get much 
attention before is getting some now. 
You have to be on your guard. 

We are going to adl new lines so 
that we can make more sales to the 
same people and so that people have 
more reason for patronizing our busi- 
ness. We are going to have to work 
on little closer margins so as to turn 
our merchandise more rapidly and we 
must handle good merchandise. 

The element of cheapness has gotten 
into the minds of the people, perhaps 
through necessity. They are disregard- 
ing, to quite an extent, the need of the 
proper feed to perform in the right 
manner. It’s astounding to see the 
class of merchandise that is being sold, 
rations that are improperly balanced, 
rations in which there’s a pinch of this 
and a pinch of that merely to get by. 
And people are taking it home and 
feeding it to their animals without any 
regard as to what it is going to do 
to them. 

Quality merchandise at a fair price 
is the most fundamental thing there is 
in the feed business. It protects you 
with your trade as the consumer comes 
to realize that you are giving him his 
money's worth. He respects your store 
and your merchandise and even though 
during times of this kind he may leave 
occasionally to shop around for trash, 
he’ll come back to you in the last an- 
alysis for the thing that takes care of 
his feeding problem—namely, a_ well 
balanced, quality product at a fair price. 

If you don’t work on this plan, some- 


Page Twenty-one 


s 
3 t 
| 
H 
t 


d 


body else will and in the long run this 
somebody else is going to prosper be- 
cause the consumer will remember that 
this man kept talking and talking to 
him about the need of proper feed. He 
was conscientious; he had a thought 
for the building up of poultry and dairy 
that has gone on for a number ot years, 
and realized that this promiscuous 
feeding of cheap material, of no ac- 
count stuff, would in turn break down 
the backbone of the industry which he 
representing. And_ when this 
change comes or rather the realization 
that cheap feeds have become a menace, 
that they won't do the work, then these 
same people are going to remember 
the man who stood by his guns and 
did not sell out merely to take the 
consumers money and feather his own 
nest. For self-protection he may have 
supplied the individual with something 
that he insisted on having, but not with- 
out a fight. 

Bear in mind, please, that our feed 
laws don’t state that we must have a 
definite percentage of any one item in 
a feed. The feed must conform to an 
analysis and the protein analysis, for 
instance, is something that can be built 
up and still not be the right type of 
protein. It takes a variety of the right 
kind of proteins to make a proper poul- 
try mash. On top of this, the mineral 
element must be correct and mineral 
needs in a feed are not discovered in 
a day. We have been experimenting 
for years in our laboratory all the year 
around on all types of feeds, and es- 
pecially on feeds for baby chicks, be- 
cause it’s this early period in a chick’s 
life, just as it is in human life, that 
decides whether poultry is going to be 
good or bad. 

If you could come into our labora- 
tory and post birds when they get to 
be 12 or 14 weeks old and see the in- 
side of the bird, you'd understand thor- 
oughly how necessary is this early 
building. 

Farmers and  poultrymen wonder 
many times why their birds in the fall 
of the year don’t lay properly; why 
they're so susceptible to disease even 
when they are good layers; why they 
have this trouble and that trouble. And 
most of the answer is because the chicks 
were not started right. 


Stick to Your Guns 


You and I have a duty to perform. 
This chaotic condition is not going to 
be permanent. People are going to get 
tired of buying just price for their poul- 
try and stock. They are going to see 
the deterioration of their flocks and 
herds. They are going to find that 
after they have fed their baby chicks 
a no account feed and have raised a 
bunch of no-account laying birds that 
their time and money have been spent 
in vain, and that when market condi- 
tions bring a good price for eggs they 
are going to have an egg factory with- 
out machinery that will function. 

It takes a lot of courage to hew to 
this line during this period when the 
demands have been so strong for chang- 
ing a policy that’s fundamental and 
right. Stick to your guns. ~ 

I told a man in Cleveland not long 
ago who came into my office for advice 
to buy 500 chicks instead of 1,000 and 
use the rest of the money to buy good 
feed. 

There are plenty of manufacturers to- 
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day who are making good feeds. There 
are many who have been seduced by 
present conditions to put out any old 
thing on the market, but chickens are 
chickens and cows are cows just as 
they always were. It takes the same 
kind of material to make an egg that 
it did three years ago and you can’t 
fool the hen. 
Supplement Farm Grains 

There’s a lot of grain on the farm 
and the farmer wants to use this grain 
especially when the prices he is getting 
are so low. It’s foolish for this tarmer 
to home mix because he cannot get the 
proper protein balance and it’s hardly 
practical now for a grain farmer to buy 
a complete mash. When egg and milk 
prices change and the farmer is getting 
a fair price for his grain, then he can 
afford to feed the mash but ne could 
and should feed a supplement. Supple- 
ments range anywhere from 26 to 35 
per cent protein. The farmer can have 
his grain ground and mixed with this 
supplement. He at least will be get- 
ting a steady and reliable source of 
protein, thus preserving a pretty fair 
balance and also maintaining the health 
of his stock. 

Usually the supplement will run about 
a quarter to a third of the mixture. In 
this way. the farmer is using up his 
grain, both for his cows and his chick- 
ens. He is taking care of the founda- 
tion of his business and we are all ren- 
ce-ing the industry we represent a real 
service. 


Iowa Dealers May Form 
Insurance Mutual 


Plans for organizing a mutual fire 
insurance company will be discussed 
at a meeting of the Northeastern Iowa 
Millers association which will be held 
at the Fayette county court house, 
West Union, Ia., July 24, at 2:30 p. m. 
All dealers interested in the project 
and a discussion of business problems 
are invited to attend. 

The Iowa association will hold a pic- 
nic Sunday, July 10, at Fredericka, and 
a large attendance is expected... An 
interesting program and an abundance 
of entertainment is promised. Last 
year more than 300 persons attended 
the association’s outing which was 
held at Mitchell. 

Plans for the forming of a mutual 
fire insurance company have been un- 
der the consideration of the board of 
directors of the organization for the 
past several months. They will sub- 
mit a complete report at the meeting 
July 24, and if the cooperation of a 
sufficient number of dealers can be 
obtained work will be begun at once 
on the project. 


GUY DERING DIES 

Funeral services for Guy V. Dering, 
well-known feed dealer, Columbus, 
Wis., were held June 9, his death com- 
ing as a shock to his many friends. 
Mr. Dering was nationally famous for 
his trap shooting and was the holder 
of many championship records. He was 
a graduate of St. John’s Military aca- 
demy and was active in the Masonic 
order. 
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So here we are today, somewhat be- 
wildered, perhaps much buffeted, no 
doubt much the wiser, but still here 
we are, and as the darkey said “Ain't 
that sumpin’?” 

Keep on Planning 

No one has escaped. If you are still 
eating, the inner man is accommodated. 
If you are still sleeping, you can also 
dream. If you can still think, then you 
can plan and plan you must. 

Plan to keep your expenses down. 
Plan to watch your credits. Plan to 
go after good business as you never 
have before. Plan to get out into the 
country to combat your’ customers. 
Plan to service your customers, to help 
them in their problems, to keep their 
good will. And above all plan to keep 
an even keel. Don’t allow yourself to 
get into the doldrums. Worry creates 
a warped viewpoint. 

Did you notice that the sun still 
shines, that the leaves and the grass 
came as usual this spring, and evident- 
ly always will? Things just naturally 
move along in spite of us. 

Last but not least plan to consider 
the feeding problems of your custom- 
ers in a conscientious manner. Help 
them to build and maintain their stock 
so that you not only protect them for 
the future but also create that some- 
thing within yourself which makes you 
feel as though you can still live with 
yourself and not feel sorry about it. 
“Feed good feeds” should be your slo- 
gan. 


Less Grain Being Fed 
By Badger Farmers 


In spite of lower prices much less 
grain is being fed on dairy farms in 
Wisconsin than a year ago, says the 
crop reporting service of the state and 
tederal departments of agriculture. The 
May price level for grains and con- 
centrates which Badger farmers com- 
monly buy was 64 per cent of the pre- 
war level as compared to 72 per cent 
in April. 

Dairy farmers report that they were 
feeding only about 15.5 pounds of grain 
per farm at the beginning of June while 
23.2 pounds were fed a year ago, a 
reduction of 33 per cent. About 87 
per cent of the feed for dairy cows at 
the beginning of this month was being 
obtained from pastures. 

Prices of standard bran at Minneapo- 
lis during the month of May averaged 
enly $9.80 a ton as compared with 
$13.20 a ton for April, the lowest price 
from 1910 to the present time. This 
sharp decline, according to the crop re- 
porting service, was accompanied by 
corresponding declines for other wheat 
feeds, thus forcing the May index for 
feed prices down to 54 per cent of the 
pre-war level although the index was 
67 in April. The May index of grain 
prices declined from 71 in April to 67 
in May, while protein feed prices 
dropped five points from 79 per cent. 


FRANK KERL, proprietor of a feed 
mill at Nauvoo, IIll., died June 23 fol- 
lowing an attack of pneumonia. He 
was 69 years old. 
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Can Legislation 
Correct Our 
Present Economic 

Conditionr 


By Sydney Anderson 


S we consider the relation of pres- 
ent economic conditions to feder- 
al legislation I think we should 

not overlook the fact that the law of 
trade, with all its intricate and compli- 
cated structure, is not the simple equa- 
tion of supply and demand that it used 
to be. There has entered into this pic- 
ture and still enters into it all of the 
complications which go with the use and 
abuse of the device of credit manufacture 
and deferment of current obligations 
with all its implications of over-expan- 
sion. 

Then, too, we must not overlook the 
fact that the tremendously increasing 
speed of transportation and communi- 
cation, the wider and almost instanta- 
neous spread of information and misin- 
formation makes for the development of 
a mass psychology which is probably 
more potent in determining the pro- 
ducing, selling and buying habits of in- 
dustries and people than the underlying 
economic factors involved. This means, 
I think, that the movement of goods, 
the level and volume of trade is not 
quite the simple equation of so much 
supply on one side and demand on the 
other as it used to be but involves as 
well mass psychology and the possibil- 
ity of mass action in one direction or 
another which once set in motion tends 
to accelerate with tremendous rapidity 
the economic forces which move in all 
trade and commerce. 

The passage of federal legislation, the 
adoption of various expedients of semi- 
governmental character which have been 
undertaken by the president during this 
period of depression have doubtless 
been intended as much to influence the 
trend of this mass psychology as to 
effect modification of the underlying 
economic movements. 

Government Is a Business 

I have been fortunate in having had 
an opportunity to see both government 
and industry from the inside. The more 
T have seen of both the more I am con- 
vinced that there is no real difference 
in the economic and financial principles 
applying to either. The government 
reaches out for new sources of taxation 
to increase its incomes in periods of busi- 
ness depression and has a problem which 
is not dissimilar to that of an industry, 
corporation or individual who seeks to 
do the same thing in the same kind 
of a period. The corporation or indi- 
vidual engaged in manufacturing or 


trade tries to arrive at a balance be- 
tween volume and price which will give 
him a return on his investment. The 
government seeks to arrive at a tax 
base coupled with a tax rate which will 
produce the required revenue with the 
least political and economic disturbance. 
Taxes have always borne more or less 
relationship to capacity to pay. With 
the general shift of the tax burden to 
corporate and private incomes the total 
revenues have tended to depend more 
and more upon the level of corporate 
and private earnings. Therefore, the 
fundamental adjustment which must be 
made in taxation is one predicated upon 
obtaining the necessary revenue without 
destroying or drying up the sources 
irom which that revenue must be de- 
rived and in finding new sources from 
which taxes can be raised. 

It is quite possible, in fact it is almost 
too easy to sympathize with the senti- 
ment expressed in the slogan “Soak the 
Rich,” but there are social, political and 
economic limits to the application of 
this principle. It can be easily carried 
to the point where the sources from 
which the revenue is to be obtained 
will be dried up or eliminated alto- 
gether, a result which cannot contri- 
bute either to economic prosperity or 
political stability. The principal diffi- 
culty with this principle, if it may be 
called such, is that the people who pay 
the taxes are not the same people who 
expend the money or receive the bene- 
fits. 

Politically in recent years taxes have 
been levied with the idea of narrowing 
the tax base, or to put it plainly, re- 
ducing the number of people upon 
whom the tax is imposed in order to 
reduce the political opposition which na- 
urally rises to the payment of taxes and 
thus avoid the political “faux pas” of 
imposing the taxes upon the people who 
have the most votes instead of upon the 
people who have the most money. The 
principle of levying taxes in accordance 
with capacity to pay is a just and sound 
principle but it must be applied with 
due regard to the fact that wherever 
the immediate taxes apply they ulti- 
mately rest on the whole people and 
must be paid out of values created in 
goods and services. This is just an 
economist’s way of saying that whoever 
pays the tax in the first place, it is ul- 
timately borne, with various degrees of 
incidence upon particular groups, by the 
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whole people. It does not reach the 
pocketbook nerve to the same extent 
when levied in one form as when levied 
in another. 

We will get economy in government 
only to the extent that people realize 
that wherever the first incidence of the 
tax falls, the aggregate tax really comes 
out of the earnings of them all. There- 
fore, the application of the principle of 
applying taxes in accordance with pres- 
ent capacity to pay on a small group 
of tax payers does not result in an ap- 
preciation by the general public body 
of the necessity for public economy. If 
this had not been the case, increases 
in government expenditures would have 
been less rapid and much less exten- 
sive than they have been, and the ne- 
cessity for reductions would not only 
be more readily appreciated by national 
and state legislatures and local govern- 
ing agencies, but would be more quick- 
ly and more definitely evidenced in ap- 
propriate action to reduce expenses. 

Obviously, it would seem that the 
best answer to an unbalanced budget is 
the same answer which individuals and 
private corporations must make in per- 
iods like those through which we have 
been passing, namely, a reduction in ex- 
penses. Reducing expenditures is a dif- 
ficult and at best a distasteful task. It 
is no less so in the case of governments 
than in the case of individuals and cor- 
porations. It is rendered more difficult 
in the case of governments owing to 
the fact that governmental organiza- 
tions are fixed by law and consequently 
do not lend themselves readily to the 
readjustments which individuals and 
corporations can more readily make. To 
a large extent governmental expendi- 
tures are fixed by laws, generally passed 
at the instance of minority business and 
social groups, establishing regulatory 
service and administrative functions 
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that are considered as fixed obliga- 


tions which congress is obligated to 
appropriate for. 

This means that a fundamental re- 
Guirement to a reduction in government 
expense is the passage of legislation 
granting the necessary authority to the 
chief executive to effect the reorganiza- 
tion in government necessary to more 
economical and efficient administration. 
There is also, of course, the possibility 
of reducing expenditures by the repeal 
of legislation setting up regulatory serv- 
ice and administrative functions of one 
kind and another or at least reducing 
the scope and extent of these functions 
and the expense of personnel and ma- 
terial which are involved in them. 

How Taxes Are Spent 

I have tried to avoid dealing in fig- 
ures in this talk and I don’t want to 
deviate from that policy. Without go- 
ing into the exact figures I may say 
that government expenditures can be 
roughly divided into four parts which 
are not equal but sufficient so _ that 
they can be discussed without attempts 
to state exact figures. 

Approximately one-fourth of the ex- 
penditures of the federal government 
are fixed charges representing payments 
for interest and retirement of the pub- 
lic debt. There is no way of reducing 
these except by payment or repudiation. 
They represent a fixed charge which 
may be subject to some reduction by 
manipulation but certainly are not sub- 


ject to general reduction. 

About one-fourth of the expense of 
the government is represented by serv- 
ices incident to the care and hospitali- 
zation of disabled or partially disabled 
veterans of various wars and the pay- 
ment of compensation and _ pensions. 
This portion of our government expen- 
ditures has assumed a sacrosanct char- 
acter. No one has felt justified in criti- 
cising either the payments to veterans 
of the world war and other wars or 
the expenses incident to their care and 
hospitalization lest they be accised of 
a lack of patriotism and proper ap- 
preciation of the sacrifices represented 
by war service. 

This very fact has lent itself to ex- 
travagance in the legislation providing 
for compensation and pensions and in 
the administration of the veteran bureau 
activities. Large savings could be made 
in the cost of these activities and pay- 
ments if we had the courage to do it 
and certainly it would seem that the 
generosity which might properly have 
characterized the legislation and pay- 
ments made under it during periods of 
great prosperity might, without unpa- 
triotism, be fairly adjusted to the di- 
minished earnings of the people in times 
of depression. 

Roughly, another category of govern- 
ment expenditures is represented by the 
cost of maintaining the army and navy 
and the auxiliary services. Numerous 
questions of government policy are in- 


volved in the expenditures for the army 
and navy. Some economies are possible 
in these services without serious im- 
pairment of our war machine and with- 
out endangering our national defense 
unless there are elements in the pic- 
ture which we are unable to see now 
or to forecast. 

The fourth category, and the one with 
which the public is most familiar, is 
that which represents the ordinary civil 
expenses of the government for the 
administration of innumerable govern- 
ment departments, commissions, bu- 
reaus and divisions. 

Cut Government Salaries 

Industry has made large adjustments 
in wages in conformity to the neces- 
sity of generally reducing costs of do- 
ing business. The farmer’s income is 
at the lowest point in many years. Un- 
der these conditions there can be little 
justification for failure on the part of 
congress to “cut its suit according to 
the cloth” and to make adjustments in 
government expenses, wages and _ sala- 
ries commensurate with those which in- 
dustry and agriculture reluctantly but 
inevitably have been compelled to make. 


GEORGE HEALY, Waterford 
Mills, Waterford, Wis., is telling his 
friends about the big ones he caught 
on a recent fishing trip to Spider lake, 
Wis. To substantiate his story he dis- 
played a large muskie and eight north- 
ern pike. 


Vitamin ‘‘A”’ 


Aug. lst to 5th 


You should know about 
VITA BRAND 
SOD LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


Sth Year on Market 


Biologically Tested on Chicks 
to Insure Vitamin ‘‘D”’ 


Chemically Tested for 


We have dealers in most States. 
for name of dealer nearest you. 
territories still open for representation. 


... See us at Milwaukee... 


Convention of the I. B. C. Association 
Booth 108 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 


‘“‘Proneers in Vitamin-tested Cod Liver Oils’’ 


ALL FEED SUPPLIES 


Attractive Prices 


[] Staley’s Corn Gluten Feed—23% Protein 
C] Staley’s Corn Germ Meal—18% Protein 
C Staley’s Soy Bean Oil Meal—41% Protein 


Quality Concentrates—Straight or Mixed Cars 


(] Puritan Brand Crushed Oyster Shells 
[] “Big Chief” Meat Scraps—Over 50% Protein 


Manufactured in Milwaukee 
Best Quality—Uniform Low Fat Content 


(] Semi-Solid Buttermilk — Consolidated Pro- 


ducts Co. 
-]) Gunning’s Pure Norwegian Cod Liver Oil 
Write [] Peat Moss [] Corn Oats Bran 
Some Midds Flour Midds [] Hominy Feed 


_] Linseed Meal 
i_] Brewer’s Grains 


(] Reground Oat Feed 
() Malt Sprouts [] Hay 


Use the Phone—Call Marquette 3140 
»» Or Check Items on this Ad and Mail to 


DEUTSCH & SICKERT Co. 


Chamber of Commerce 


MILWAUKEE, WISCONSIN 
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Central Convention Attracts 
Large Optimistic Crowd 


(Continued from Page Thirteen) 


“I never expect to see agriculture or 
any other business saved by legislation,” 
he said. “Our government has hindered 
the farmer instead of relieving him. By 
offering loans through the federal farm 


board and other agencies it has tempted - 


agriculture with easy money. Cheap 
credit breeds carelessness and _ indiffer- 
ence. Our pioneer farmers built ex- 
cellent farms without a penny from 
Uncle Sam. Present-day farmers can 
still pull themselves out of the predica- 
ment without his loans. 

“The government can perform a valu- 
able service, however, by furnishing a 
guiding hand that will assist the farmer 
in better production «and business 
methods. Right now there are too 
many cows in the country—that is, too 
many poor cows. What we need is 
fewer and better animals. The boarder 
cow which does not pay for her keep 
should be culled out. 

“The feed dealer and the manufac- 
turer may say that reducing the number 
of dairy animals would be detrimental 
to the sale of their products. But this 
is not the case. If every good cow were 
fed properly, there wouldn’t be enough 
feed of the present output to go around.” 

Offer a Feeding Plan 

“Go to the farmer with a feeding 
plan.” Mr. Glover advised. “Study his 
particular problems, learn what he has 
available in home grown grains and 
then suggest the proper ingredients to 
supplement them. Local conditions 
vary. Render a service that will meet 
the particular requirements of your 
neighborhood. Help the farmer get re- 
sults and profits from your feeds. That 
kind of service will make money for 
him and for you.” 

Mr. Glover declared that he never 
wanted to see a time when all farm 
marketing was cooperative. He said 
that it was unsound business for the 
producer to dump his products into the 
lan of a manager without taking an ac- 
tive part in the merchandising of them 
himself. 

Holland Directs School 


Fiery Gus Holland, Allied Mills, Inc., 
Chicago, impersonating the master of 
the little red schoolhouse, called the 
merchandising school to order in the 
afternoon and with the permission of 
their teacher the pupils shed their coats 
and settled down to business. M. F. 
Brobst, Health Products Corp., Chi- 
cago, the first speaker, told the dealers 
how to make sense of feeding science. 
He was followed by C. L. Jaycox, 
Mumm-Romer-Jaycox, Inc., Columbus, 
Ohio, who explained why advertising 
costs nothing. W. D. Walker, Arcady 
Farms Milling Co., Chicago, then dis- 
cussed cash, credits and collections. Mr. 
Holland contributed a host of merchan- 


dising ideas to the dealers at the con- 
clusion of the session. Each of the 
talks given during the school are pub- 
lished elsewhere in this issue of The 
Feed Bag. 

An electric clock awarded as an at- 
tendance prize at the close of the mer- 
chandising school was won by Bentley 
Dadmun, Dadmun Co., Whitewater, 
Wis. 

More than 300 dealers and _ allied 
trade members gathered for the annual 
banquet in the evening. The Milwau- 
kee Grain & Stock exchange presented 
the entertainment, under the direction 
of a committee headed by John W. Jou- 
no, Donahue-Stratton Co. Ladies re- 
ceived boxes of candy while the gentle- 
men were treated to cigars. Dancing 
was enjoyed between courses and _ fol- 
lowing the banquet. 


When dumb-bells get together. 
right are Elmer Tesch, Colby Porter, William 
Knauf, Jr., and Larry Hartzheim. 


Left to 


In humble procession the dealers 
filed into the meeting room to attend 
the dumb-bell session which featured 
the following morning's session. They 
came admitting their ignorance on 
various problems affecting the feed 
trade, but departed considerably en- 
lightened. The dumb-bell session cen- 
tered chiefly around discussions of 
power rates, selling of feeds by manu- 
facturers to farm agents and other un- 
established outlets, and the combating 
of truckers who sell merchandise direct 
to the farmer. 

James H. Vint, who was later elected 
president, admitted that he was the 
dumbest of the dumb-bells and presided 
at the session. He was assisted by H. 
W. Wilbur, Wilbur Lumber Co., West 
Allis, who spoke in the place of Don 
Montgomery, Milwaukee, _ secretary, 
Wisconsin Retail Lumbermen’s associa- 
tion, originally scheduled on the pro- 
gram. 

D. W. McKercher, McKercher Mill- 
ing Co., Wisconsin Rapids, complained 
that he was troubled by truckers who 
hauled corn, oats, and soybeans from 
northern Illinois on their return trips 
from Chicago and sold it in compe- 
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tition with his mill. He expressed the 
belief that trucks would soon be regu- 
lated like railroads and that such ac- 
tion would help to solve the problem. 
Variance in hauling rates, Mr. McKer- 
cher said, now encourages direct selling 
from trucks. 
Truckers Hurt Trade 

J. E. Davis, Northern Supply Co. 
Retail Stores, Inc., Amery, Wis., 
reported that dealers in his _ ter- 
ritory were having difficulties with 
truckers who hauled feeds from St: 
Paul on their return from the _live- 
stock market and sold them at mixed car 
and wholesale prices to the farm trade. 
Mr. Davis reported that the New Rich- 
mond District Dealers club of which 
he is a member had sent letters to man- 
ufacturers in the St. Paul district, re- 
questing them to refrain from selling 
to truck haulers, and that practically 
all of the replies received indicated a 
willingness to cooperate in this respect. 

C. D. McArthur, Elgin Flour & Feed 
Co., Elgin, compared the truck 
problem ‘to that of the portable mills. 
He explained that farmers set their sons 
up in the business by purchasing a 
machine for them, and when it is worn 
out there is seldom any cash left to 
buy another. The cycle continues, 
however, he explained, because there is 
always another father who sets his son 
up in the trucking or portable mill 
business. 

Buying of feeds for future delivery 
and on a guarantee against price de- 
cline was generally accepted as a poor 
practice by the dealers attending the 
dumb-bell session. W. E. Suits, Qua- 
ker Oats Co., Chicago, acting as chair- 
man of the National Feed Merchandis- 
ing council in the place of Clarence P. 
Clark, also of the Quaker Oats Co., 
who recently resigned, declared that 
long distance contracts were a detri- 
ment to both manufacturer and dealer 
and that they often tended to overload 
the retailer with excess stock. He ex- 
plained the work that the feed mer- 
chandising council had done to date in 
its campaign against future delivery con- 
tracts and guarantee against price de- 
cline and requested the cooperation of 
the dealers in helping to abandon this 
method of buying and selling. 

Letters from the New England Retail 
Grain Dealers association and the Indi- 
ana Grain Dealers association complain- 
ing of direct selling in their territories 
were read by L. J. Hartzheim, Hartz- 
heim Fuel & Feed Co., Beaver Dam, 
Wis., who opened a discussion on the 
subject and recommended that the Cen- 
tral Retail Feed association take defi- 
nite steps to combat this trade evil. 

After considerable debating, during 
which both retailers and manufacturers 
expressed their opinions, the members 
voted to send a definition of a legiti- 
mate retail feed dealer to manufactur- 
ers and jobbers, with the request that 
they use it as a guide in determining 
to whom they should sell feeds. The 
definition which is published in the con- 
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stitution and by-laws of the association, 
describes a legitimate retail dealer as 
“any person, firm or corporation en- 
gaged in the retail distribution of feed, 
flour and allied products and owning or 
operating a mill or warehouse in which 
is kept a stock sufficient to meet the 
needs and requirements of the commu- 
nity, and having an office which is open 
daily during business hours and in 
charge of a person competent to at- 
tend the wants of patrons.” 

Portable mill competition was briefly 
discussed by S. E. St. John. He pre- 
dicted that the itinerant machines would 
drop out of existence, due to the grow- 
ing sentiment against them because of 
fire hazards, spread of livestock dis- 
eases, the ton-mile tax, and other un- 
favorable factors. Portable mill opera- 
tors can’t make money, Mr. St. John 
pointed out. 


Want Lower Power Rates 

The fact that portable grinders had 
reduced their volume of business was 
reported by many of the dealers. It 
was generally believed that the power 
companies should cooperate with the es- 
tablished mills by reducing the present 
power rates. The charge per kilowat 
hour in different sections of the state, 
as reported by the dealers from the con- 
vention floor, varied from 3 to 7 cents. 
At the close of the discussion the asso- 
ciation voted to appoint a committee 
to draw up a protest and submit it to 
the Wisconsin public service commis- 
sion with a request for a lowering of 
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power rates. Other trade topics dis- 
cussed at the dumb-bell session included 
the handling of sidelines and coopera- 
tion with county agents. 

Reports of the nominating, auditing 
and resolutions committees were read 
following the discussions. Officers were 
then elected. H. W. Hefty, Hefty 
Bros., New Glarus, won a copy of 
“Feeds and Feeding” as an attendance 
prize at the close of the session. 

Before their departure from the city 
the dealers were treated to a_ buffet 
luncheon at the Val Blatz Brewing Co. 
plant, as the guests of A. L. Klein, 
secretary of the firm. It was the happy 
ending of a truly great convention. 


OHIO 

Stockport Feed Mill Co., Stockport, 
was robbed recently by safe crackers 
who escaped with $603.31 in checks 
and money. 

Buckeye Feed Co., 
proving its plant and 
machinery. 

Howard Stratford has been appointed 
manager of the Farmers Elevator Co., 
Lakeville. 

Grove City Farmers Exchange Co., 
Grove City, has purchased a warehouse 
from Kunz Brothers and is razing the 
old building preparatory to erecting a 
new structure. 

Arco Mills, Arcanum, is completing 
the construction of a new elevator 
which has a storage capacity of 20,000 
bushels. 

North Brothers elevator, Groveport, 
was recently damaged by a windstorm. 


Oxford, is 
installing 


im- 
new 


400 MONTH 


extra profit 
on an investment of less than $900 


A small feed concern hadn’t found business any too good so the 
manager, in casting about for new ideas to increase his company’s 
sales, decided to install a Eureka Molasses Distributing System. As 
they already had a dry feed mixer, it was only necessary to 
remodel it and buy certain accessories. 
labor cost less than $900. After running the outfit twenty-eight 
days, $400 profit was shown. 


Pure Velvet! 


Perhaps you too have a Dry Feed Mixer 
which can be remodeled at small expense 
to yield you a similar profit. 


Write for our new Bulletin 128FB 


S. HOWES CO., INC. SILVER CREEK, N. Y. 
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The entire job including 


INDIANA 


Guy F. Davis and son, Cabe, Jr., have 
purchased the interests of Fred B. Hoo- 
ton and Carl A. Davis in the Hooton- 
Davis Seed Co., Lebanon. 

Charles Russel, Foresman, is closing 
out his feed business. 

Poseyville Grain & Feed Co., Posey- 
ville, has been incorporated by Peter 
and Oscar Emge, Conrad Elpers and 
Urban Reising and has taken over the 
stock of merchandise from Nicholas 
Reising, who has been operating under 
the firm name of N. Reising & Sons. 

A. L. Lynde has taken over the man- 
agement of Straughn Grain Co., Inc., 
Straughn. 

The feed mill owned by the Rossville 
Commercial Alcohol Corp., Aurora, 


was recently destroyed by fire. Loss 
was estimated at $50,000. 
Paul Bradley, manager, Elkhorn 


Mills, Boonville, and Miss Anne Hoo- 
ver were recently married at Cannel- 
ton. Mr. Bradley is the son of W. H. 
Bradley, manager, W. A. Browning 
Milling Co., Evansville. 

Mead-Johnson Co., Evansville, will 
erect a new soy bean milling plant to 
replace the one recently destroyed by 
fire. 

Charles and William Starz who have 
been operating a grain clevator and 
feed warehouse under the firm name 
W. L. Starz & Co., Fowler, have dis- 
solved partnership. 

Davis Grain Co., Judyville, recently 
suffered a loss of $7,500 when its plant 
was damaged by fire. , 

Syvler & Syler, Nappanee, are con- 
structing a new elevator to replace the 
one destroyed by fire last March. 


Successful Dealer Must ‘Be 


More Than 


(Continued from Page Ten) 


that I am dishing up at this moment. 
The telephone company has spent thou- 
sands of dollars advertising that “the 
voice with a smile wins”. And yet, it 
was only last week that I went into 
a store to make a purchase and this 
was my greeting:—‘Well, sir, what's 
your trouble?’ Times without number 
I have stepped into a strange store or 
a garage and had the proprietor sing 
out from his high stool behind the book- 
keeping desk, “Hey, Jake, see what that 
fat guy wants’. Dozens of similar in- 
stances will suggest themselves to you. 
My earnest suggestion is, put yourself 
in the customer’s place. If you were 
not the owner of your store, would you 
trade there? 

Well, that’s enough, I believe, to con- 
vince you that there’s a lot of valuable 
advertising you can do without any 
cost. Now, let’s see if maybe it isn’t 
worthwhile to reach down in the old 
coffee can and invest a little real money 
in advertising. First, let’s go back to 
the paint can. How about your trucks? 
Do you keep them bright and attrac- 
tive with a good sign advertising your 
business? Here’s a good place to start 
your advertising investment. 

Advertise Regularly 

And now, what are you doing to 
bring people into your store? While 
there are many different ways of adver- 
tising, there are two methods available 
to the retail feed dealer, which certainly 
should not be overlooked. I refer to 
local newspaper advertising and direct 
mail. For those dealers who live in 
small towns and cities, in farming com- 
munities, the good home town paper 
is hard to beat. If you will check up 
you will find that these papers usually 
have a very extensive circulation in the 
immediate farming locality. 

Like most other things, there is a 
right and a wrong way to use news- 
paper advertising. First of all is the 
matter of consistency. It is far better 
to use a small advertising space regular- 
ly than to splurge with big space and 
then drop out of the picture for weeks 
or months at a time. In the second 
place, when you buy newspaper adver- 
tising space, be sure that you put a 
message in that space that mcans some- 
thing. The old fashioned card adver- 
tisement “Smith & Jones Company— 
Quality Feeds” is better than no ad- 
vertisement at, all—but not much better. 
Make your advertising interesting, time- 
ly, specific. Use the plates furnished 
by the manufacturers of the different 
products you sell—if these advertise- 
ments tell a story that fits the condi- 
tions in your community. If they do 
not, write your own copy. Make your 
advertisements, clear, concise, and be- 
lievable. Give them a local flavor. Use 
good testimonial letters from  well- 
known feeders in your locality. And 
keep everlastingly at it. If there are 
good reasons for your being in business 
in your community, there are plenty 
of reasons why you should tell your 
advertising story to the feeders you 
want to serve. 

In direct mail advertising, the pri- 


a Merchant 


mary requisite is a good mailing list 
and the best way in the world to get 
a good list is to build it up yourself. 
Don’t depend on your memory nor on 
your ledgers. Get into your car and 
start making personal calls. Go out 
on the main roads and the crossroads 
throughout the territory you are logical- 
ly equipped to serve and build your- 
self a hand-picked list of customers and 
prospects. You may think you know 
every farmer in your natural trading 
territory—but you don’t. Go out and 
get acquainted. Don’t be discouraged 
if you don’t make a sale on these get- 
acquainted calls. If you don’t get a 
dollar’s worth of business it will be 
time well spent to get a fresh, new 
picture of all your prospects. 

With your list completed and right 
up-to-date, yoy are readv to start a 
direct mail campaign. Even if vou 
confine your efforts to a printed mes- 
sage on a government post card and 
send out price quotations and other 
information only once a month, or once 
every other month. you will find that 
this kind of advertising pays—provided 
of course, you carry complete stocks 
and have a good name in your com- 


Commander-Larabee Corp. 
Buys Texas Mill 


Commander-Larabee Corp., Minneap- 
olis, has launched an extensive expan- 
sion program. The firm recently pur- 
chased the G. V. R. Smith Milling 
Co., Sherman, Tex., and at the same 
time announcement was made by Guy 
A. Thomas, chairman of the Comman- 
der-Larabee board, that construction 
has begun on a new 1,000,000 bushel 
wheat storage terminal at Wellington, 
Kans. 

Both expansion movements were ne- 
cessitated by increasing business in 
the Gulf and Atlantic Coast points and 
the Southwest, Mr. Thomas reports. 

Acquisition of the Smith Milling Co. 
affords the Commander-Larabee Corp. 
an additional 2,000 barrels daily flour 
production and 1,000,000 bushels of 
wheat storage, and gives the firm a 
total of 14 flour mills, with a daily 
capacity of 40,000 barrels and wheat 
storage facilities of approximately 30,- 
600,000 bushels. Present output of the 
newly acquired Texas mill is expected 
to be increased from 4,600 to 5,090 
barrels daily, according to Mr. Thomas. 


ZAHM & CO. LIQUIDATES 

J. F. Zahm & Co., Toledo, Ohio, one 
of the oldest grain firms in the coun- 
try, on June 21 decided to liquidate for 
the benefit of creditors. Members of 
the firm are Fred W. Jaeger, Fred 
Mayer, Joseph Streicher and William 
Cummings, who is also secretary of the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation. 
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munity for clean policies and fair, 
square dealing. Here again is an op- 
portunity to use the good letters and 
mailing pieces which are furnished at 
low cost, or no cost at all, by manufac- 
turers. 

If you write letters, make them 
friendly, interesting, informative. Quote 
prices. Many dealers feel it is better 
to quote prices in letters and folders 
than in newspaper ads. When you get 
in a shipment of feeds that you know 
is especially valuable in helping meet 
some local conditions, whether it be 
low-priced concentrates, if the farmer 
is doing his own mixing, or emergency 
rations in cases of drouth or other mis- 
fortunes, get that information to your 
customers and prospects as quickly as 


possible. Use the newspapers. Use di- 
rect mail. And don’t overlook the tele- 
phone. 


All of this may sound to you like 
an ambitious program. Figure it out 
for yourself in dollars and cents cost 
and you will quickly see how a very 
small percentage of your annual sales 
total can be utilized to do a very ef- 
fective job of advertising. Think of 
advertising not as an expense but as an 
opportunity—as a means of keeping 
your name constantly befcre the pub- 
lic, and as the most economical way of 
educating your feeders as to the help- 
ful, profitable services you have to offer. 


Portable Mills Losing 
Ground in Indiana 


Portable feed mills are losing ground 
in Indiana, according to a report re- 
cently issued by Fred K. Sale, secretary 
of the Indiana Grain Dealers associa- 
tion, in the organization’s regular bulle- 
tin. 

“Recent reports indicate an increase 
in. the feed grinding business among 
the elevators,” Mr. Sale writes. “Port- 
able grinders are rapidly disappearing 
in many sections of this state where 
they have had a decidedly detrimental 
effect on the grinding business. The 
operators are finding it very expensive 
in obtaining replacement parts, the 
volume of their business is decreasing, 
they are unable to meet their payments 
on machines and their services have not 
been entirely satisfactory to their far- 
mer customers.” 


MICHIGAN 


Central Michigan Grain Corp., Battle 
Creek, has been incorporated by Pearl 
and Albert Carpenter. Feeds will be 
handied. 

Sherman mill, Sherman, was recently 
destroyed by fire. It was owned by V. 
C. Wall, Oswosso, and operated by 
Link Jewell, Sherman. 

Perrinton Elevator Co., Perrinton, 
has opened a feed mill department. 

Martindale Bean & Grain Co., Kaw- 
kawlin, is building a new elevator at 
Linwood to replace the one recently 
destroyed by fire. 

William and Carl Karner have pur- 
chased the interests of Hazen Keinath 
in the firm Karner Brothers & Keinath 
and will henceforth operate under the 
name, Karner Brothers. 
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<a] ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


- C. HUBINGER BROS. CO., Keokuk, Ta. 
FAIRMONT CREAMERY CO. Dried Buttermilk 
JOHN F. CRAIG & COMPANY, Philsdeipita, Ae Blackstrap Molasses 
OYSTER SHELL PRODUCTS ee Oyster Shells 


Cherokee Middlings 
Mid-Dog Middlings 


— WHEAT 
MIXED FEED 


Wheat Low Grade Flour, Red Dog. 4 
Middlings, Bran, Screenings 

not exceeding mill run a 

— ST. PAUL, MINN. 


> Office 315 Corn Exchange 
MINNEAPOLIS, MINN. A 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


own mills. 


Queen Wheat Feed 


== ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits «. These quality 
feeds are manufactured in our 


Inc. 
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2 NEW SUPERIOR DIAMOND 
Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 

A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S. A. 
Builders of the Diamond 


Medium XX 
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Ball-Bearing Attrition Mills 


Produces Green Cheese 
With Alfalfa Leaves 


The chap who believed the moon was 
made of green cheese wasn’t so dumb 
after all. Such a condition might ex- 
ist. 

In response to a request from Boston 
for a new kind of fancy cheese a Man- 
itowoc, Wis., cheesemaker proceeded to 
make up a batch of fine cheddar into 
which he introduced a_ sprinkling of 
fresh alfalfa leaves. The result was 
a green and gold combination. 

The alfalfa cheese passed through a 
year’s storage in a curing warehouse 
in perfect condition with the alfalfa 
leaves retaining their brilliant green 
color. As a result of exhibiting a 
sample in the East, an initial order of 
five carloads was obtained from Bos- 
ton with a prospect of more orders in 
the future from other eastern cities. 


CEREAL BY-PRODUCTS CO., has 
closed its branch in St. Louis and will 
continue to handle business through its 
Memphis and Chicago offices. W. D. 
Cunningham, who was manager of the 
St. Louis office, is now connected with 
the Urbana Mills, Urbana, Ill. 


ALVIN J. FRANKS and V. A. Hen- 
derson have purchased the Farmers 
Feed & Produce Co., Hopedale, Il. 


NICOLLET 
HOTEL 


the Gateway or 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
; friendliness, comfort and re- 
“laxation by staying at the 
NEW NICOLLET. | 


Six hundred rooms ‘potaplote 
in every detail at exception- 
ally reasonable rates. Rest. 
ful beds. 


Moderately priced 
e tant and Coffee Shop. 


Three blocks from both 
depots. ~ 


Tourist Bureau directly 
posite. 


CLARK, Manager. 


| 

PAL 

: HOME OF WCCO STUDIOS | 

Rapid Cut | | 


Eastern Federation 


Officers 


Reelected at Convention 


(Continued from Page Nineteen) 

Findings: Jay Markham, Gould Har- 
rison, S. M. Hartzell. 

During the morning tke ladies en- 
joyed a trip down the famous board 
walk in wheel chairs. This feature was 
under the direction of Mrs. Reeve Har- 
den, who arranged the program for the 
ladies. They returned just in time to 
be photographed with feed merchants. 


Two Veteran Dealers 


At the luncheon it was disclosed that 
George Strong, Warwick, N. Y., has 
been in the feed business for 52 years. 
His close rival was C. E. Kiff who has 
been connected with the trade for 51 
years. 


In the afternoon the delegates vis- 
ited the steel pier where the entertain- 
ments included a circus, minstrel show, 
moving pictures and hundreds of unu- 
sual exhibits. 

The banquet was held in the evening 
and was followed by a vaudeville per- 
formance of more than ordinary merit. 
Thomas L. Husselton, guest speaker, 
used as his subject, “You’re a Lucky 
Guy”. He drew from the depression 
many good lessons that actually made 
the delegates glad that the depression 
had happened. His prediction was 
that the depression had run its course 
and a slow but steady upward trend 
could be expected. 

The second day of the convention 
was devoted chiefly to a business clinic, 
during which pertinent trade problems 
were discussed, and several persons 
outside of the trade were called upon 
to speak. Legislation was the first 
subject of discussion. D. L. Schaible, 
president, New Jersey Feed Dealers 
association, related the work that his 
organization had done in this respect 
and then called upon W. H. Albright, 
state senator. 

Business Leaders Needed 


Senator Albright emphasized the 
value of cooperative organizations and 
explained some of the changes recent- 
ly made in New Jersey laws which 
have been beneficial to the feed trade. 
He gave credit to the feed dealers for 
obtaining these alterations. 


In speaking of general business con- 
ditions the senator declared that the 
greatest need of the day is business 
leadership. He said that business men 
should have representatives in legisla- 
tures and that a careful check should 
be made of all bills introduced, so that 
any measures detrimental to a particu- 
lar trade could be stopped before they 
were enacted into laws. 

When the question of insurance was 
proposed, James M. Oakley, Lumber- 
men’s Mutual Casualty Co., Cullings- 
wood, N. J., agreed to lead the discus- 
sion. He stressed the fact that insur- 
ance is the basis of credit and advised 


feed merchants to insure only with 
companies which they know are finan- 
cially sound. 

The business clinic concluded with a 
general discussion on the cash _ basis 
plan, handling of sidelines, advertis- 
ing and merchandising policies and 
other trade problems. 

Officers Are Reelected 

In appreciation of their successful 
administration during the past year, 
the members reelected F. M. McIntyre, 
Potsdam, N. Y., president; A. J. 
Thompson, Wycombe, Pa., vice-presi- 
dent; F. T. Benjamin, Canastota, N. 
Y., treasurer, and W. A. Stannard, 
Albany, secretary. 

Resolutions read and adopted during 
the convention included one disapprov- 
ing of the overlapping of state and 
federal governments and urging the 
elimination of this duplication; anoth- 
er, recommending an_ investigation 
among farmers to determine the value 
of the expenditures of the federal farm 
board; another, requesting the federa- 
tion to issue confidential bulletins on 
legislative matters and other pertinent 
topics, and another asking for immedi- 
ate return of loans made by the federal 
farm board to organizations not en- 
titled to them by law. 


HAY MEN MEET 
Members of the National Hay asso- 
_ ciation met at the chamber of commerce 
building, Fort Wayne, Ind., July 5 and 
6. W. B. Krueck, Allied Mills, Inc., 
discussed the value of the soy bean in 
the feeder’s program; Charles Barnham, 
vice president, Nashville, Chattanooga 
& St. Louis railroad, spoke on unregu- 
lated truck competition, and R. I. Mans- 
field, Chicago, discussed bureaucracy 
in government. Other speakers includ- 
ed M. C. Niezer, Fort Wayne, and H. 
A. Bascom, Boston. An annual ban- 
quet and an afternoon of sports at the 
Fort Wayne Country club featured the 
entertainment program which was 
under the direction of A. G. Phillips. 
Allied Mills, Inc. 


A. A. BERGERON, A. A. Bergeron 
& Co., Rice Lake, is one dealer who is 
too busy to think about the depression. 
He recently had a carload of insecticide 
shipped to his store and was swamped 
with orders from the farmers in his ter- 
ritory. In fact, he was so busy that, 
much to his regret, he was unable to 
attend the Central Retail Feed associa- 


tion convention held recently in Mil- 
waukee. 
JONES BROTHERS, Loogootee, 


Ind.. have opened a new store and will 
feature a complete line of feeds and 
flour. 


DAIRYLEA 


DRIED SKIM MILK 


All poultry rations should 

clude liberal quantities of 
DAIRYLEA DRIED SKIM MILK. 
Also good in all rations for 


calves, poultry and swine. 


Carried by principal feed merchants throughout east- 


ern territory. 
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R. Opsal, G. Thatcher 
Promoted by Arcady 


Rudy Opsal has been appointed cen- 
tral sales manager, and George F. 
Thatcher eastern sales manager by the 
Arcady Farm Milling Co., Chicago. 
Both men are well-known in their re- 
spective territories and bring with them 
to their new positions many years of 
experience in the feed industry. 

The Arcady Farms Milling Co. re- 
cently held two sales meetings, one at 
the LaSalle hotel, Chicago, and the 
other at the Hotel New Yorker, New 
York. Special sales and advertising 
efforts were announced in behalf of the 
company’s new mash ingredient, liver 
meal (vacuum processed). Speakers at 
the meetings were Arthur Meeker, pres- 
ident of the company, Wirt D. Walker, 
first vice president, and Mr. Opsal. 


H. H. GOELTZER, Milwaukee, 
Wis., representative of the Corn Pro- 
ducts Refining Co., was married to Miss 
Hannah Reisdorfer, June 24. Mr. Goelt- 
zer attended the recent Central Retail 
Feed association convention and heard 
Dr. Roy L. Smith give the opening 
address. “I took Dr. Smith’s advice 
on how to beat the depression,’ he 
reports, “so on June 24 I married Miss 
Reisdorfer, who was my nurse during 
my long illness, and now I feel a mil- 
lion dollars richer. We intend to spend 
cur honeymoon in the northwoods.” 


ILLINOIS 

Fire recently destroyed the feed mill 
and elevator operated by William Harr- 
mon, Shabbona. Loss was estimated 
at $40,000. 

Midland Grain Co., Inc., Pawnee, has 
been formed by Lloyd W. Young, Karl 
Murphy and C. C. McClary. Feeds will 
be handled. 

W. T. Foraker feed store, Spring- 
field, was recently destroyed by fire, 
with a loss estimated at $10,000. 

Oscar Turnage, Marion, has pur- 
chased the Jones feed store and gro- 
cery. 

H. L. Holt, owner of the Washburn 
mill, Washburn, has installed a feed 
mixer. 

H. S. Deeney, Edwards Milling Co., 
Edwards, is advertising his products 
over the radio with a program entitled 
“Colonel Deeney’s Auction.” Mr. Dee- 
ney is an auctioneer. 


O. E NELSON, Denver Alfalfa Mill- 
ing & Products Co., Lamar, Colo., was 
a visitor at Milwaukee last week. He is 
making a three week’s sales tour in be- 
half of his firm. 


J. F. EASLEY flour mill and the 
Johnson & Beattie feed and coal plant, 
Plainwell, Mich., were destroyed by 
fire, June 23. Total loss of both es- 
tablishments was estimated at $200,000. 
Three persons were injured while fight- 
ing the blaze. 


STURTEVANT SUPPLY 
Sturtevant, Wis., has discontinued busi- 
ness, according to recent reports. 


Midwest Manufacturers 
Elect New Officers 


V. F. Rudy, Rudy-Patrick Seed Co., 
Kansas City, was elected president of 
the Midwest Feed Manufacturers at a 
meeting recently held at Kansas City. 
C. H. Blanke, Blair Elevator Corp., At- 
chison, Kans., was chosen vice presi- 
dent; E. A. Cayce, Purina Mills, Kan- 
sas City, secretary, and R. E. Whit- 
worth, Southard Feed & Milling Co., 
Kansas City, treasurer. 

A report read at the meeting showed 
that the association now has 45 mem- 
bers located in Kansas, Missouri, Okla- 
homa, Colorado, Nebraska and Iowa. 
The executive committee of the orga- 
nization includes A. B. Schreiber, St. 
Joseph, chairman; L. C. Worth, Kansas 
City; W. H. Cowan, Kansas City; C. 
R. Martin, St. Joseph, and George E. 
Eiker, Nebraska City. 


WOOD MILLING CO., Iic., Clyde, 
N. Y., operated by Hinman Brothers, 
was severely damaged by fire June 8. 
Two floors of the mill were practically 
destroyed. 


A. N. STEINHART, Indianapolis, 
Ind., died June 4th following a week’s 
illness. He served as secretary of the 
Illinois Farmers Grain Dealers associa- 
tion for eight years and at the time 
of his death was a director of the Grain 
Dealers National Mutual Fire Insur- 
ance Co. 


“100 LBS NET 


BIG CHIE 


wil 


WOO 


MEAT SCRAPS 2 
Z 
2 
Z 

THE TALLOW GREASE 
MILWAUKEE WIS 


\ 


BiG CHIEF 
Meat Seraps 


Made of selected raw materials 
which are delivered fresh daily 
to our rendering plant. Pro- 
gressive feed dealers are repeat- 
ed buyers of BIG CHIEF. It 
gives results. For full informa- 
tion write 


MILWAUKEE TALLOW & GREASE CO. 
JOE FREE, Manager 
131 SO. 7th STREET, MILWAUKEE 


DEUTSCH & SICKERT CO. 
CHAMBER OF COMMERCE, MILWAUKEE 


MYLES 
LOUISIANA SALT 


**‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Shellbuilder 


is selected, bright in color, odor- 
less, perfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write fora ae (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 
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Franke Grain 


Incorporated 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Good News! 


Pilot and Reef Brand 
Shells 


Reduced 


Now the Lowest Priced 
High Quality Shell 
On the Market 


per 
Ton 


Get Our Delivered Prices 


a Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
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Mixed Car Service 
Will Benetit You 


Flour—Poultry Feed— 
Mill Feed—Dairy Feed— 
all in one car. 


One Draft to pay, one car to 
unload. Stock always clean 


and fresh. 
Dollars 
go 
farther are Turn - over No trouble to 
larger is quote prices— 
faster write us. 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 


The Burton Mixer 
Guaranteed 
an 


Self Cleaning 


NEW LOW PRICES 


ON NEW 1932 MODELS 


Burton Feed & Mixer Company 
17580 Monica Ave. Detroit, Mich. 


State Agencies Open For Well Established 
Business Houses 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


TWO GRINDERS WANTED 


Single head or small attrition mill wanted. 
Motor driven. Aliso motor driven hammer mull, 
small or medium size—must be in good condition 
and right price. Address CM-71, c/o THE FEED 
BAG. 210 East Michigan street, Milwaukee, Wis. 


SALESMAN WANTED 
Salesman contacting feed dealers, mixers in 
Illinois to sell cod liver oi! as side line. Write 
CH-71, ©/o THE FEED BAG, 210 East Michi- 
gan street, Milwaukee, Wis. 


CHICK CONVENTION 

Feed dealers are invited to attend the 
annual convention of the International 
Baby Chick association which will be 
held at Milwaukee, August 1 to 5. Ten- 
tative plans for the program include 
talks on better feeding methods and 
the relation of feed to egg profits. This 
year a new idea along educational lines 
to help poultrymen increase the sale 
of feed, equipment and supplies, will be 
a display to be known as the “New 
Idea Sales Room.” It will be in charge 
of a star salesman who will demonstrate 
how to sell the products on exhibit. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND Oat GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Flour 


PERC BROWN, Nopco distributor, 
Seattle, Wash., and president of Ki- 
wanis club in that city, attended the Ki- 
wanis international convention at De- 
troit, June 26 to 30, from whence he 
embarked for Harrison, N. J., where he 
was a guest of the Nopco organiza- 
tion. 


JACK GRESANT, who was for 
many years associated with the state 
division of poultry husbandry, Spring- 
field, Ill, has purchased the U. S. 
Hatcheries store, Joliet, Ill, and will 
operate under the name, United Feed 
& Flour Co. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hecges 


CEREAL 
GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


“"" MARK 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


ARMOUR & CO’S 


Select Quality 


MORRIS BRAND 


MEAT SCRAPS 
TANKAGE 
BONE MEAL 


Truck Loads or Car Loads 
So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 


Exclusive Distributors 


Quality Does Count 


In tests completed at Madison—in which 
practically every Cod Liver Oil sold in the 
State was tested— 

NOPCO COD LIVER OIL used at a 
level of 144% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4%% better than 
any other Oil at 1%. You can always de- 
upon Nopco—it is the best Cod Liver 

lon the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of C 
Milwaukee 


ce 


Wisconsin 


ALFALFA Meal 
and Leaf Meal 


made from dehydrated 
alfalfa. Your inquiries 
solicited. 


WARD MOORING 


BRYAN, TEXAS 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasuisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


Brospwar 1076 WISCONSIN 
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FLOUR CLUBS MEET 

Profitless “leader flour sales” were 
vigorously condemned at the 14th an- 
nual convention of the National Feder- 
ated Flour clubs which was held at the 
Hotel Pfister, Milwaukee, June 6-7. 
The delegates also went on record as 
favoring the standardization of four 
grades and advocated a better control 
of credit. 

New officers of the association elected 
are Charles B. Nieman, Cincinnati, pres- 
vident; William Waterman, New Or- 
leans, first vice president; S. Gartland 
Horan, Philadelphia, second vice presi- 
dent; S. O. Werner, Chicago, secretary, 
and Wayne G. Martin, Jr.. New York, 
treasurer. 


WISCONSIN 

Kohl & Goppelt, Waupun, have dis- 
solved partnership. The business will 
be continued under the name Phillip 
Kohl Elevator Co. 

M. Piotrowski has opened a_ feed 
store at 2174 South 16th street, Milwau- 
kee. 

Thomas M. Curran, Menomonie, has 
rented the building occupied by the 
Model flour and feed store and _ will 
conduct the business under the name 
Curran Feed & Produce Co. 

R. H. Manz, Eau Claire; Evansville 
Feed & Fuel Co., Evansville, and Wis- 
consin Milling Co., Menomonie, have 
added magnetic separators to their feed 
mills. 


you Protit 


not only from the 

first sales, but also from 

repeat sales ... sell 

Armour’s Animal and 
Poultry Feeds! 


Armour’s Feeding Blood Meal 


An 80% Protein content extremely 
valuable in mixed feeds. 


Armour’s Special Steamed Bone 
Meal 


Guaranteed 65% B. P. of L. For 
mixture with other feed to build up 
bone structure. 


Armour’s Meat Meal 


Tankage 

An appetizing, highly digestible, 
economical feed. Not less than 60% 
Protein. 


Digester 


Armour’s Meat and Bone Scraps 


A balanced ration of high feeding 
value. Not less than 50% Protein. 


ARMOUR AND COMPANY 


Dept. C. 
Union Stock Yards Chicago, Ill. 


Write or wire us for prices. 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


M. G. Rankin & Co. 


GRAIN AND FEED 


Diamond Crystal Salt—Charcoal 
Crushed Oyster Shells 
Swift’s Digester Tankage and 
Meat Scraps 


Car Lots 


Ton Lots 


Chamber of Commerce Bldg. 
MILWAUKEE ... WISCONSIN 


HEADQUARTERS 


for 
Wisconsin’s Finest 
Dried Buttermilk 


and 


s 
Skim Milk Powder 
STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 
Write Phone or Wire for Our 
Delivered Prices. 
All Inquiries Efficiently Handled 
WISCONSIN DAIRY PRODUCTS CO. 
SALES OFFICES 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


Plants iently lL ted to 
insure you prompt deliveries. of ats Healthful 


Smile - durn ye! 
Anyone can see you haven’t 
had the right bringing up! 


D°s biscuits may be all 

right for moon-faced 
pups—but give me a good 
mash, with Marden’s Certi- 
fied Cod Liver Oil to supply 
the vitamins growing chicks 
need!” Marden’s is the 
safest, most economical 
source of ‘‘A’”’ and “‘D”’ vita- 
mins in their natural, most 
beneficial balance. Costs less 
per feed ton. Use it for your 
finest feeds. 

Write for 


“‘FEED FACTS” and 


low quantity prices today. 


MARDEN: WILD Corp. 


512 Columbia St., - 
212 East Ohio St., 


Somerville, Mass. 
- Chicago, III. 


Pecos Valley Alfalfa Mill 


Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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Feed and rain GOP LIVER OIL 
HERRICK 
Hil 
FEED 
| 
| | | 
HE RIEB il WHOLESALE GRAIN @& FEED 
100% FOR THE DEALERS 


“FROEDTERT GRAIN & MALTING CO. 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 
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HE need for plen- 

tiful supplies of 
both Vitamins A and 
D in your poultry feed 
is a year-round propo- . 
sition. If your poultry 
is kept out-of-doors, the 
summer sunshine will directly supply a cer- 
tain amount of Vitamin D which is necessary 
for sound bone structure and well-formed, 
strong-shelled eggs. But it will not directly 
supply the Vitamin A so necessary to guard 
against disease and build up resistance to in- 
fection. Adequate supplies of both of these 
vitamins are not only necessary for best re- 
sults in the summer months but the supply 
your layers store up this summer will help 
keep them in top form all next fall and winter. 


There is no substitute for the combination of 
both these essential vitamins as supplied by 
CLO-TRATE, a concentrate of the finest cod 
liver oil. This concentrate comes to you in 
a vehicle of just enough of the oil to insure 
preservation of the vitamins and permit ade- 


‘Don’t let summer 


sunshine fool you 
: It is not a substitute for an adequate 


supply of Vitamins in your feed 


A fine healthy bird with no 
evidence of Vitamin A or D 
deficiency. If CLO-TRATE 
had not been added to its 
rickets-producing ration, 
this chicken would have 
been a deformed, rickety 
runt. 


quate mixing with the 
feed. In this way, you 
get a full supply of both 
Vitamin A and Vitamin D witha minimum of 
fat—and CLO-TRATE’s lower fat content is 
even more of an advantage in summer than 
in winter. 


CLO-TRATE mixes readily with any feed. 
It has all the advantages of a straight 
cod liver oil without its disadvantages. 
CLO-TRATE-mixed feeds are far superior to 
those feeds to which Vitamin D alone has 
been added and which depend only upon 
their basic ingredients for their supply of 
Vitamin A. It is most economical. It will 
pay for itself many times over in the pro- 
duction of strong, healthy poultry. 


Write today to the office nearest you for 
further information and quotations. 


HEALTH PRODUCTS CORPORATION 


113 North 13th Street, Newark, N. J. 


323 West Polk Street, Chicago, II. 


Reg. U. S. Pat. Off. 


3 
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King Midas flour is guaranteed 
made only in Minnesota—the 


_ great flour state. King Midas 


quality pleases the user, assur- 
ing repeat business, and King 
Midas policy satisfies the dealer. 
The Highest Priced Flour in 
America and Worth All It 
Costs. 


Continues Forge Ahead 


e « e During the first six months of 1932 


more King Midas flour has been sold and 


delivered than during any like period be- 
fore. Although we have been establish- 


ing new records steadily for the past eight 


years, we believe our greatest accomplish- 


ment has been achieved this year. 


1o our host of customers, 
both old and new, we want 
to express our sincere ap- 
preciation for having made 
this record possible. 


e e Over 1,000,000 barrels 
yearly production. 


MINNEAPOLIS, MINN. 
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